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A Time to Watch Your Sizes—Use “In-Stock” 


HE most urgent need of the day in shoe stores is 
to watch the size scale and see to it that when 
stock is replenished that fitting sizes are ordered and not 
the full run of sizes. The duplication of end sizes. 
on second orders is the greatest menace to a profitable 
business, especially in a season of great activity. A 
merchant mistaking the click of the cash register for 
prosperity, often little realizes that the accumulation of 
non-selling sizes more than eats up the revenue received 
from volume of pairs sold. 

Actually, if the end sizes in shoe stores throughout 
America could be merchandised in a special month 
allotted to that purpose, the sum total received would 
more than pay for a dozen dreadnaughts. 


Why cannot active retail associations in cities and 
towns discuss more intelligently this problem of end 
and non-selling sizes? 

Why not arrange some mutual plan of disposing of 
end sizes, either by pooling a city’s supply in one store 
and sending out-size feet to that store? This is actually 
the advantage obtained by the chain store, for it can 
transfer from one city to another the sizes not selling 
therein, thus keeping the stocks in all stores in a 
fluid and salable condition. 

The day is not far distant when the National Shoe 
Retailers’ Association will sponsor some method of 
interchange of stock, so that stores in the South and 
other sections which run to small and narrow sizes 
can send their surplus large and broad sizes to some 
other sections of the country where that stock would be 
instantly salable. The plan works both ways, and 
it is even feasible to chart the country into zones of 
footwear sizes and shapes, for each section has some 
peculiarity differentiating it from other sections. 


If the Government, by and with the advice of a 
corps of manufacturers, revised its size schedules three 
times in one year and plans to go still further, it cer- 
tainly is indication enough that the size problem is one 
of the biggest difficulties in shoe store merchandising. 
It is said that the Government has enough small sizes 
on hand today to equalize a stock of 100,000,000 pairs 
of shoes, and in all probability some of the shoes made 
up in the early days of 1917 will be in Government 
warehouses a decade to come. 

Buying as a science should be now based on sixty 
per cent study of size schedules and forty per cent 
study of style value. Eccentricities in styles have passed 
for the duration of the war, and the attention devoted 
to securing novelties, as in the past, should be put into 
intensified research of the sizes selling in your store. 
If the Government has had to revise its size charts 
because of the introduction of bigger footed men into 
the army, it is reasonable to suppose that the men’s 
departments in shoe stores must revise their size sched- 
ules, because it is logical that sizes will run smaller as 
a contra-explanation of the Government’s increase in 
sizes. In other words, a certain number of men have 
gone into war work and the Government has found 
a certain large size to be the new average—the shoe 
store handling the balance of men in the country may 
find the reverse to be true. 

Women in war work find the need of more comfort- 
able footwear, and the size schedules therefore come 
in for revision. 

Now, the big outstanding advantage of in-stock ser- 
vice is just this—equalizing of sizes on good selling 
styles. On the Monday after a big Saturday sale the 
size-up should be the most careful duty of the entire 
staff of the store, and the in-stock order as put in 





should be studied not only to replenish the sizes sold, 
but to take into consideration the possibility of that 
style having reached its pinnacle for the season, and 
whether or no the total volume need not be decreased. 
In-stock, therefore, becomes a term of safety to profits, 
as well as to filling customer demand. The months of 
April and May are therefore the logical in-stock periods 
on summer footwear, and never more so than in this 
vear of early oxford and pump sales. 


DO YOUR BIT 
FOR THE LIBERTY LOAN 


UR boys in Picardy and Lorraine are doing their 

bit for us. In the cantonments at home our boys 

are ready, but the Liberty Loan means ships to trans- 

port them; shoes, clothes and guns to equip them; artil- 

lery to support them; dollars to pay them, and means 

to comfort and aid them in their battle for the cause 
of humanity. 

Many instalment buyers of the First and Second 
Liberty Bonds imagine they cannot afford the extra 
dollar per bond per week from the pay envelope— 
yet their weekly payments on the first issue terminate 
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It can’t be did, Bill. 
Fit de-feet! 
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in June. Their dollar per week per bond cn the Third 
Loan is “extra” for less than two months, when the 
termination of the payments of the past fifty weeks 
will release the dollars to duplicate the subscription. 
Bring this home to those who think they cannot do 
it—and to the others America says: “Subscribe anew.” 
Everyone who appreciates that his and her own selfish 
welfare, as well as the nation’s most precious interests, 
are literally at stake in this war will not fail in full 
and practical support of the Third Liberty Loan. 


A TIME TO PROTEST 
AND THE REASONS WHY 


RESIDENT WILSON, when Governor of New 

Jersey, had strong convictions on the unwisdom 

of restricting the free processes of opinion. Regarding 

the “zone” postage system for newspapers and period- 
icals he said: 

“The proposed new postal rate would be a direct tax, 
and a very serious one upon the formation and ex- 
pression of opinion—its more deliberate formation and 
expression just at a time when opinion is concerning 
itself actively and effectively with the deepest problems 
of our politics and our social life. 

“To make such a change now, whatever its inten- 
tions in the minds of those who propose it, would be 
to attack and embarrass the free processes of opinion. 
Surely sober second thought will prevert any such 
mischievous blunder.” 

Subsequently the zone system of postage for publi- 
cations—increasing postal rates from 50 to 900 per cent 
—found a place on the statute books, and there it is 
suspended, as the sword of Damocles, to drop July 1. 
The seriousness of its effect on “the free processes of 
opinion” so forcefully defended by Woodrow Wilson 
cannot be overstated. 

Sober second thought to remedy such a mischievous 
blunder is asked of Congress by the press of the coun- 
try. The press was powerless to protect itself from 
the “vote for anything” enthusiasm which radiated 
from certain congressional leaders when the War Reve- 
nue Act was passed. They did, indeed, vote on this 
provision “with their eyes shut,” as one leader put it. 

To endorse Governor Wilson’s views as quoted is to 
“stand behind the President” today. To open the eyes 
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of Congress to the unwisdom of re-establishing the 
postal principle that was discarded by Abraham Lin- 
coln in the war days of 63 is a pressing need. 

This 50 to 900 per cent postage increase on publica- 
tions is not a war tax to “win the war.” Much more 
important is what the business press can do—if per- 
mitted—toward “winning the war” as exemplified in 
last week’s “Recorder.” 

Publishers are already taxed by excess profits and 
income taxes. It is not a war tax; Postmaster General 
_ Burleson has so stated in his annual report, when he 
declared it is permanent postal legislation—unless re- 
pealed or further suspended through your protest to 
Congress and Congressmen. Will you state your opin- 
ion to your representatives in Washington—and do 
it today? 


THE PRACTICAL SIDE 
OF TRADE ACCEPTANCES 


OLLOWING the lead of the National Shoe Re- 


tailers’ Association, one state association after an- © 


other has endorsed the principle of trade acceptances. 
The initiative in extending the operation of the plan 
was taken by the Federal Reserve Board. To make it 
effective a centralized authority seems to be necessary. 
It is hardly to be expected that individual business men 
in the shoe or other trades will operate under a method, 
however desirable, at variance with general practice, 
unless they know that its general adoption within a 
trade is being furthered by some competent authority. 

Too often resolutions are passed, only to be forgotten. 
The trade acceptance movement is regarded by the 
Federal Reserve Board as important in the conservation 
of credit. Its operation and advantages have been pre- 
sented to and endorsed by the retail shoe trade Seem- 
ingly nothing has been done to put it into effect. 

A conference of interested trade bodies can speedily 
make effective this principle in business. Representa- 
tives of the national associations of shoe merchants, 
manufacturers, wholesalers and credit men, with a dele- 
gate from the Federal Reserve Board, may well assemble 
as a National Conference Committee on Trade Ac- 
ceptances. On the initiative of such a body the trade 
could readily fall in line, and thus do one more bit 
toward strengthening the hands of the Government 
and business in war and peace. 


THE BROADER VIEWPOINT. 
ON CURRENT SHOE PRICES 
ITH everyone in the same boat, all must row to- 
gether. The business of each shoe merchant is 
to sell his shoes at prices that yield a profit. It has 
been demonstrated that merchants have found profit 
in the current level of shoe prices, and few would re- 
turn to the “three dollar days,” when retail profit was 
too often conspicuous by its absence. 

Buying right, at the right price, to yield the right 
profit, may affect the price at which an order is placed, 
without in any way affecting the level of shoe prices. 
Speaking generally, all are in the same boat, so far 
as wholesale costs are concerned, and economic factors 
beyond ordinary control are making everything higher 
than pre-war levels—materials, labor, expenses, prices 
and profits. 

The pressure of trade and consumer opinion has not 
operated in any way to hold down commodity prices, 
because it has been more than offset by the general 
national prosperity. Supply and demand, not personal 
opinion, make prices high or low. 





Leave it to Uncle! 
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Immediate Service 


eee service is standing the test in these 
busy days of shoe selling. ‘The shoe stores of 
America never before called for shoes in such volume 
for immediate ‘delivery. The in-stock departments 
which gauged the demand last October had ample 
time to build up a reserve stock of shoes to balance 
the late ordering on the part of merchants. The in- 
stock department of this character is today the busiest 
spot on the shoe supply map. 

Style footwear in colors are scarce in in-stock. The 
in-stock department that renders 20-day service on 
this type of fine footwear is worthy of the name— 
even though the practice is not literally in-stock. This 
style service is actually emergency service. 


Selling on 
Service Basis 

Selling shoes from stock is first a matter of service, 
and second a matter of economy. 

Service is providing the right style shoe at the right 
time. 

Economy is providing the right shoe at the right 
price. 

The right style shoe, from the stock department, 
is the shoe that is at the height of popular demand. 

The right shoe at the right time is the shoe that is 
delivered to the retailer when his customers are de- 


manding it. 





To Busy Stores 


The stock shoe is not always the staple shoe. Any- 
body can carry the staple shoe. A merchant is safe 
in loading up his store with staple shoes, in so far as 
his means permit, as is a housekeeper in putting in 
provisions. 

The stock shoe, as a matter of economy, is not the 
shoe at a price. It is the shoe that the merchant can 
sell at a profit. He can sell it at a profit, because he 
can get for it the price that right-up-to-the-minute style 
should command. 

If a merchant wants a shoe at a price, he had best 
order it in advance of the season, and specify the 
making of it, so that he may get the best for the price. 


Instant Delivery 
Service 


If a merchant wants a shoe that is in style, and 
wants it instantly, he may get it of the modern stock 
department. It is the business of the manufacturer, 
who has a stock shoe department, to anticipate the 
style demands of their customers, and to prepare for 
merchants the styles that they are likely to require 
for filling up the lines with best selling styles of the 
season. 

The manufacturer is in a position to do this because 
he has a broad view of the markets of the country and 
knows how styles are running; also, because he knows 
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about the sources of the supply of the new materials 
necessary for the making of the new style shoes. 


Not a Storage for 
“Dead Styles” 


The stock shoe department has ceased to be a cold 
storage warehouse in which shoes are held until there 
is a market for them. It is no longer filled up with 
plain black shoes. It has the newest styles, the white 
goods, turn oxfords, advance pumps, and other novel- 
ties, such as merchants want for immediate sale at the 
best market prices. 

The stock shoe department has become a dynamo 
which delivers power to merchants for the acceleration 
of their sales. 

The in-stock departments of today have been pulled 
down to strong styles that have an assured sales power. 

The mutual element is the big thing in in-stock work, 
for the manufacturer helps the dealer stock up what 
sizes are needed and the merchant helps the manufac- 
turer to keep his factory running constantly. Many 
manufacturers consider that maintenance of the in- 
stock department fifty-two weeks in the year and the 
top notch efficiency of the employees, because of this 
continuous work is well worth the installation of the 
system that produces a full year’s run of work even if 
the department does not pay a profit over and above 
the cost of its upkeep. 


Size “Fill-ups” 
by In-stock 

The mid-season months find 
many shoe stores with stocks 
“shot to pieces” and with a mini- 
mum of sizes 4, 4% and 5, in 
widths B, C, D and E in the 
women’s lines and sizes 714, 8, 
814, and in widths C, D and E 
in men’s sizes. 

The merchant, however, does 
not find that this condition is a 
great disadvantage to the rest 
of his season’s business, inas- 
much as he has an opportunity 
to size up through in-stock con- 
nections on these best sellers at 
short notice. 

It is as if he had a reserved 
stock room facility a hundred 
miles away, being maintained by 
the manufacturer and held sub- 
ject to his immediate order upon 
any size in the whole range of 
styles and sizes. In this respect 
the in-stock department becomes 
a reserve supply for the mer- 





HERALDING THE COMING OF 
THE WHITE SEASON 


Whites are seasonable in summertime. 
Use in-stock facilities now. 
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chant to draw upon and makes for a more profitable 
business as the merchant can run his business on a 
smaller capital, turn his stock oftener, and hold his 
trade in the mid-season months when sizes that are 
popular sell quick and need quick filling-in. 


Like a Reserve 
Bank Deposit 

In-stock department of shoe factories are dependent 
for their success upon the service they render shoe re- 
tailers. They carry a reserve stock of shoes for re- 
tailers, to be drawn upon on demand, just as banks 
carry a reserve supply of cash for business men. They 
enable merchants to practice new economies. 

In-stock departments permit merchants to do busi- 
ness on small stocks of shoes, that they can frequently 
replenish. Thereby they are able to do business on a 
smaller capital. And such other capital as they may 
have at their command they may use for the improve- 
ment of their stores, the sale of goods other than shoes, 
or for the promotion of other enterprises. 

They provide merchants with shoes upon demand. 
They encourage merchants to turn their stocks into 
cash frequently, each time at a profit, and then to re- 
invest their capital in a stock of fresh and new style 
shoes. 

Right at present after the first demand for Spring 
footwear has ane, you will find that a great many 
of the best selling styles are prob- 
ably getting low. The good sizes 
have been sold, and as it is es- 
sential to have sizes in all styles 
selling the best, more must be 
ordered at once. 

If a merchant has special foot- 
wear made up, it means a delay 
of from six to eight weeks, run- 
ning him short on his best selling 
numbers at a time when the de- 
mand is greatest and by waiting 
so long, he is sure to lose some 
sales by customers being unable 
to be fitted in styles which are 
now in stock. The shoes cannot 
possibly get in before almost the 
end of the season, and at that 
time the weather may be unfa- 
vorable towards business, or the 
demand not so great at this time 
as the first call indicated. 

A system of duplicate ordering 
helps if sufficient time is given to 
allow the straight line factory to 
build the shoes. A fair order 
must always be given in advance 
to permit the in-stock depart- 
ment to be of maximum help. 
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A Warning to Shoe Merchants 


General Prosperity in the Retail Trade Lays Shoe Merchants as a Class 
Open to Exploitation on the Part of Stock Promoters. 

Thorough Investigation Before Investing in New Organizations Offering . 
Glowing Prospects of Future Greatness Should Be Made to Protect Shoe 
Merchants from Paralleling Experience of Others in the Wildcat Oil and 


Mine Promotion. 


NEW YORK, April 10—Under the slogans “Protect 
Yourself Against the Chain Store Monster,” and “The 
Tentacles of the Shoe Octupus,” The United Shoemak- 
ers, Inc., has been launched with headquarters at 345 
Fifth Ave., New York City. The purpose and plans of 
the organization are described in a twenty-page, deckle 
edge, silk cord stitched brochure, which has been given 
circulation. 


Skilfully Worded 
Literature 

The literature outlines the succession of calamities 
that have befallen the independent cigar dealer, inde- 
pendent druggist, independent grocer, and points to 
their misfortune and ruin as “the handwriting on the 
wall,” and as the outlook in store, and what may over- 
take the retail shoe store merchant should he not heed 
the cry and call of the proposed organization. 

It is bluntly put to the reader: 

“Your plain duty is to yourself—to gain in- 
dependence by joining the 10,000 progressive shoe 
retailers of America who have determined to over- 
come chain-store competition and trade _hin- 
drances and build for themselves a gigantic and 
co-operative organization for the manufacture of 
a NATIONALLY ADVERTISED and PRO- 
TECTED line of shoes that will stand second to 
none.” 

The brochure recites the benefits that may be de- 
rived from the method of co-operation as proposed, 
and points out successful examples of retail organi- 
zations working on the co-operative plan. The booklet 
speaks eloquently on the co-operative societies of Eng- 
land and in America, mentions the United Drug Com- 
pany (Rexall Druggists) and the American Druggist 
Syndicate. 


Commencing Business 
on $1,000 

The United Shoemakers, Inc., is chartered under 
the law of the State of New York, having a capital 
stock of $200,000, represented as being all common 
stock and comprising 20,000 shares at $10 each. The 
corporation, according to certificate, commenced busi- 
ness with a capital of $1,000. The incorporators are 


given as J. C. Barton, Sidney Rich, and John A. Crow- 
ley. The brochure states that it is the plan to dis- 
tribute the stock to retail shoe dealers, but any one 
dealer will not be allotted or be permitted to subscribe 
to more than 100 shares. The working plan as out- 
lined includes co-operative buying, co-operative man- 
ufacturing and co-operative advertising. merchandis- 
ing, accounting, and also stock ‘clearing houses. We 
quote the paragraph on co-operative merchandising: 

“Established factories now in operation have in- 
dicated their willingness to concentrate upon the 
manufacture of shoes and findings for this organi- 
zation. Other established factories can be pur- 
chased, or new factories can be built, according to 
the needs and desires of the members of the 
organization.” 

But the banner claim seems to be: 

“Would you like to possess the buying power 
of ten thousand retail shoe stores combined in 
one organization for the purpose of operating, 
manufacturing and merchandising for their 
own profits?” 


What Recorder Investigation 
Found Out 


Visiting the office of The United Shoemakers, Inc., 
given in the booklet as at 345 Fifth Avenue, the repre- 
sentative of the “Boot and Shoe Recorder” found Sid- 
ney Rich, who occupies a desk space in an office used 
jointly by an Association of Traveling Salesmen and 
several other concerns, our representative ascertained 
that Mr. Rich is the acting Secretary and one of the 
acting Directors. Mr. Rich was asked to issue a 
statement for publication covering the following facts: 

The names and addresses of the organizers of the 
association. 

The names and addresses of the directors and 
promoters. 

Why merchants cannot achieve the same results 
co-operatively under the National Shoe Retailers’ 
Association, and whether the entire Proposition 
was not a stock jobbing game? 

A promise was given that a statement would be 
forthcoming the following day, but on the following 
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Timely Display Idea for 
Summer Lines 


The idea consisted of an arbor wherein the 
figures of wax were grouped in as lifelike posi- 
tions as possible. The arbor was supposed to 
be close to the beach which is shown at the 
back through the use of a scenic painting. The 
columns were made from seven-eights inch 
lumber and were ten inches square. These 
were then covered with imitation onyx 
paper, the semi-circular base and top was 
also covered with the same material, and 
was constructed from wall board, and reinforced 
on the inside with wooden strips. The pergola 
top pieces were sawed out of heavy lumber. 
Placed in between each column is a lattice 
piece which was treated to a finish of light tan 
paint. The flower boxes at base and in be- 
tween the columns were finished in a tan 
stucco effect. These were filled with ferns and 
flowers. Artificial pink rose vines and foliage 
sprays combined with palm leaves were ar- 
ranged as shown. A grass mat served as a 
floor covering. One figure was dressed in a 
bathing suit, while the others consisted of a 
sport suit and summer dress. Each figure 
wore a pair of Keds, while the figure in the 
bathing suit had on a pair of U. S. bathing 
shoes. This display was arranged in the win- 
dows of the United States Rubber Co., New 
York. 
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day, however, Mr. Rich declared that he was not in 
position to make such a statement, as none of the 
directors wished to have their names used; that he 
was merely acting as their representative, and, indeed 


that the majority of their directors were still dummies 
and would remain so until permanent and real directors 
were elected by the stockholders. He further added 
that anyone suspecting that this incorporation was a 
stock jobbing proposition was wrong in that suspicion 
or assumption; also none of the subscribers for stock 
would be asked for money until atleast 100 applications 
will have been secured. That a meeting of tentative 


subscribers will be held sometime in the near future, or 


as soon as a sufficient number can be interested. Mr. 
Rich stated in the course of the interview that the 
organization had another office on Thirty-Third Street, 
but at a subsequent talk, when asked for the street 
address, he admitted that so far the Fifth Avenue place 
was the only office of the organization, but that he, 
personally, had a private office in another part of the 
city, and address of which was withheld when asked for. 


Attorney Not Ready 
to Talk 

Robert B. Olsen, attorney for The United Shoemak- 
ers, Inc., whose office is at 31 Nassau Street, New York 
City, when reached and advised of the difficulty in se- 
curing data on the Fifth Avenue office, stated: 

“We are not ready to talk for publication, and 
we would rather that you say nothing about our 
activities until we are prepared to issue a similar 
statement.” 


When told that the news of his organization is already 
public property and that the brochure of the proposed 
corporation is in circulation, and also that since it is 
in circulation the retail shoe merchants are entitled 
to know the facts, he replied: 


“We have nothing to hide and everything will 
be squarely presented to those who are interested 
when the time comes.” 


A number of shoemen in New York, prominent and 
legitimately identified with the industry, when asked 
about the new organization, could tell nothing about 
it or supply information of the prime movers. 


Sidney Rich, the acting executive secretary, who 
claims to have been in the consulate service of the Gov- 
ernment, with a station in Saxony, Germany, just be- 
fore the war, on investigation we ascertained does not 
appear as listed on the official Government consulate 
lists on file in this office. 


The booklet closes with the pretty strong statement: 

“Under this co-operative plan you have all the 
advantages of the largest chain-store competitors, 
and yet retain the ownership of your store and your 
individuality. You are a member of the largest co- 
operative business community of its kind. Your 
business is protected and assisted by the thousands 
of other shoe retailers banded together with you 
for the same protection and assistance.” 


Do the facts as heretofore presented warrant 
any confidence in the glowing prospectus distrib- 
uted to shoe merchants everywhere P 
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Rice & Hutchins, Inc., paraded ; BOSTON LIBERT y 


with the red, white and blue 


girls in a hollow square LOAN PA RA DE 


formation. 





















































Salem War Chest. 


Erected to promote Liberty Loan campaign. One of the most effective publicity 
features—in it will go the contributions of the shoe and leather city of Salem, Mass. 


Military Aid, Chief Marshal, 
Col. Wm. Armstrong Harry I. Thayer 
























































Liberty Girls of the A. C. Lawrence Leather Co. W. H. McElwain Co.’s girls in the Shoe Division, Liberty Parade. 





NEWS —PICTOR 


















































United Shoe Machinery leaders in vanguard, John J. Gillespie, Col. F. G. 
King, E. D. Cox, W. R. Sampson, Meylert Brunner, E. P. Brown, Sidney 


Save wheat—tell public through your window. 
W. Winslow and Albert W. Todd. 
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The F. W. Whitcher Co.’s Girls. 


Historic Flag carried , 
in Shoe Division, Lib- Service Flag, U. S. 
erty Parade, made by M. C.—1896 soldiers. 
descendant of Pere- 
grine White. 


















































Honorary leaders of Shoe Division in Boston Liberty Parade—prominent 
men of shoe, leather and allied industries. 











Liberty Float, showing allied nations in Shoe Division, by Andrew, 
Wasgatt Co. 
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Leather Sales and Prices 


Features of the Leather Market Under the Spotlight in the “Recorder's” 
Weekly Review 


CURRENT DEMAND 
AND PRICES 


Good Leather The Boston leather market shows an 
Continues on improved business, with prices prac- 
Firm Basis tically at same points as a week ago. 
The best leather costs as much today as it did before 
the low-priced hide sales, for none of those hides have 
yet appeared in the market as leather. 

Shoe manufacturers are busy with summer goods, 
and orders for fall and winter lines are coming in very 
well, while those making goods for the jobbers are re- 
ceiving good orders for next spring samples. 

The business of the week has been somewhat ham- 
pered by the continued difficulty of freight transporta- 
tion, and deliveries from tanneries and from the dealers’ 
stores are being made by express, or from near points 
by auto trucks. 


SOLE LEATHER 


Seach for Weak Spots The sole leather market is 
in Inactive Market somewhat better than a 
week ago, but cannot be termed active. Shoe manu- 
facturers have been looking for weak spots, but with 
indifferent success. Overweight dry hide hemlock is 
quoted at 46, 43 and 40 to 41c. Middleweight leather 
42, 40 and 38c, and light 40, 38 and 35c. There is little 
call for the latter, and prices far from firm. Union sole 
continues active’ im army weights and qualities, and 
there is a somewhat better call for light stock. Heavy 
steer backs are still quoted at 72c, heavy cowbacks 62c, 
Light cow quotations range from 60c down to 55c. Oak 
sole is going out on army contracts, but other weights 
and qualities in but moderate call. Heavy bends are 
sold ahead, though quotations are still around 9c. 
Backs from packer hides are quoted at 78c for heavy 
weights, but light and medium backs range from 76 
to 72c. Belting butts are quoted at 95c for best heavy, 
93c for No. 2, though No. 3 butts made from heavy 
haired winter hides are quoted around 83 to 85c. 

Offal shows moderate sales. Bellies sell at 20c for 
light, 37c for heavy hemlock, 18 to 20c for light and 
22 to 25c for heavy union, 25 to 28c for oak, tannery 
run. Hemlock shoulders 24 to 30c. Union shoulders 
50 to 56c. Oak double shoulders 64 to 65c 


UPPER LEATHER 


Prices Continue Firm There is a steady, improved 
With Steady Demand demand for certain classes 
of upper leathér, and a continued firmness in nearly 
all kinds and qualities. The main call is for the better 


qualities, business slackening as quality decreases. There 
is a better call for colors than for blacks, both in men’s 
and women’s weights. Calf leathers show a better 
call, with prices firmly held. Some large sales are re- 
ported, mostly for colors. The best colored stock is 
held around 65 to 67c, but some grades can be bought 
10c lower than these quotations. Black calf ranges 
around 55, 53 and 50c. Side leathers, as with calf, 
show principal demand for colors, and a livelier call is 
noted, prices ranging 44, 42 and 40c, though some grades 
have been quoted 2c lower than these figures, or about 
on a basis of black sides. White buck is having an in- 
creased call. Genuine buck leather is in some demand 
for women’s fine shoes. Finished splits are quiet, with 
some call for flexibles. Patent leather shows improved 
call, some choice quality going at 54 to 60c, though 50c 
is about the average figure. Colored patent showing 
only small sales. Glazed kid in only moderate supply 
and selling well. Colors lead, but blacks in better call. 
Sheep leathers show more activity, owing to prospec- 
tive scarcity because of government demands. 


THE HIDE 
MARKET 


Trend of Prices in The Boston market shows no 
Market Centers material change since a week 
ago, with little demand, and that only for the best 
selections. New England hides range from 14¢ for 
buffs to 17c for extremes. No. 1 Ohio buffs have sold 
at 16c, though 17c is asking price, and extremes are held 
from 18 to 19c. Recent take-offs, however, are held at 
14 and 15c. Southern hides are still uncalled for, and 
quotations nominally the same as a week ago. 

The Chicago packer hide market has shown some 
sizable sales during the week. Heavy native steers, 
March take-off, have sold at 25c, and are now held at 
that figure. Native cows have sold at 22c for heavy 
and 16c for light, though some late take-off sold at 
151%4c.. Texas steers have sold well, heavies going at 
25c and some extremes selling at 16%4c. 

The Chicago calfskin market is somewhat firmer. 
Packer skins have sold at 32 to 33%%4c. Chicago city 
skins are quoted at 35c, outside cities 31 to 33c, and 
countries 28c to 30c. New York quotations are $3.60, 
$4.40 and $5.40. 

The foreign hide market is firm, with the prospect 
of lessened arrivals owing to the withdrawal of steamers, 
commandeered by the government. B. A. hides are 
quoted 40c and kips 42%4. No wet salted sales 
reported. 
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For the Children’s Shoe Department 


Good Sellers in Novelties 
and Staples 





By Engel-Cone Shoe Co., 
East Boston, Mass. 
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‘By Dr. A. Posner Shoes, Inc., 
New York 


By Bacon, Rollins Co., 
Lynn, Mass. 





The Children’s Shoe Department 


Some Hints on Getting More Children’s Shoes Sold Right 


IVE me a corner in the store and I'll build up a 
paying children’s department, but I must be able 
to get off by myself with the department. It must be 
a separate department from the rest of the.business.” 
Children require two or more pairs to every pair 
needed by the grown-ups. The problem is to sell these 
and at the same time make customers for the store. 
Maurice P. King, Lord & Taylor, New York City, 
once said: 
“If you have the children’s trade you will very soon 
have that of the rest of the 


Ways to Stimulate 
Juvenile Interest 

But the trouble is not in the children’s department, 
or in the children’s shoes themselves. It is in the man- 
ner in which the proposition is handled. 

In some of the larger stores there are special attrac- 
tions in the shape of play-rooms for the youngsters. 
These will draw like a magnet. Once let a child visit 
a store where there is a merry-go-round, a toboggan 
slide and other methods of amusement and that child 

will always want to go to that 





family. It is through the inter- 
est of the child that you gain 


This opinion was given out 


When you cannot 
the confidence of the parent.” bring the b aby in 


store—especially when shoes 
are mentioned. 

But these things require 
space and this is sometimes a 


of a life’s experience in the 
children’s shoe department. 
Yet many merchants fail to 
see the great benefits to. be 
derived from a little speciali- 
zation in children’s shoes. 

One merchant just recently 
said: “I can’t see anything in 
making a fuss over the chil- 
dren’s trade. I’ve bought ex- 
tra lines and I’ve always been 
bitten. They are sure to be 
a loss.” 





to be fitted to his new shoes, stand him 
firmly on a piece of paper, trace carefully 
around both feet and bring your drawing 
in to us. It is the only other way to be 
certain that he gets the correct size. 


We like to sell babies just ing to 


walk Five-Toe-Moccasins because 
give 


the right amount of freedom and 
protection. They wear wonderfully, too— 
usually the kiddie outgrows them. 

Made of white and washable gray 
or tan leather, in sises 2 to 11, $1.35 to 
$2.50—according to the size and style. 

Filene’s—third floor—mail orders filled 








How a big Boston store gets a timely message across 


to parents. 


rather scarce article in the 
shoe store. Other methods of 
attraction are in the decora- 
tions of the department. By 
having the walls panelled with 
Mother Goose pictures and 
similar scenes the child is at- 
tracted. 

Still another method is to 
have the department fitted in 
child’s size furniture, chairs 
and other articles. These at- 
tract and are remembered. 
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Read What One-of the Most Widely Known Shoe 
Merchants in Texas Wrote Only Last Week 
“We feel that the Recorder cuts come so near to picturing the exact 


shoes in our stocks that they are a necessary supplement to our regular 
monthly syndicate service.” 
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An Oxford 


of Character 
Newest ‘‘Custom’’ Toe 


HE latest development in 

men’s dressy shoe styles is 

the “Custom” last. It gets 
away from the low, narrow toe 
lines that were not altogether suit- 
ed for some men—'tis just a bit 
fuller and higher, allowing more 
toe room and has a comfortable, 
broad tread heel. Altogether it 
is a distinctively high-toned model 
for carefully dressed men. 


This model is called the 


**Banker’’ 


and we have it in a variety of 
leathers, including dark tan calf, 
black calf and black and tan kid 


$8.00 - $10.00 


If you desire style that is alto- 
gether exclusive and has that 
“tailored look,” this is just the 
type of shoe that will suit you. 


BLANK’S 


Exclusive shoe styles. 


























A Requisite in Dressing Well 
BLANK’S Low Shoes for Men 


LANK’S low shoes are stylish. They’re high grade in every 
way. They are in reality the foundation of good dressing. 
And you know, too, what poor shoes will do to an otherwise 


smart appearance. 
We have an unusually wide range of prices for you to select from 


$4.50 - $5.00 - $6.00 - $7.00 - $8.00 - $8.50 
AND YOU MAY BE SURE OF THIS: 


No matter what you pay you are getting full value for your money. 
These prices include leather and fibre soles and all shapes of toes from 
the snappy narrow lasts to the wider and more conservative types. 


BUY YOUR BONDS TODAY 


Insert Your Store Name Here 








Just a word of appre- 
ciation of your re- 
sponse to our request 
for 


CASH WITH ORDER 


Keep it up. It helps 
us give you better ser- 
vice in your cut orders 








No. 772, 25ce. 
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And from Virginia, We Received This: 


“ We have found your service the snappiest and most up-to- 
date of any we have used, and expect to continue them 


indefinitely.” 























No. 773, 25c. 


Oxfords Rule 


Spring Favorites 


Remarkable Offerings 
both in point of Style 
and Price 


Dark Tan Oxford, winged 
tip, military heel, welt 
sole $7. 50 
Black Calf, light summer 
weight. Same style as 
above . 
Grey Kid Oxford, high 
curved heel, light turned 
sole 
Black Kid Oxford, lien 
last, exceedingly dainty, 
$6.50 
Patent Leather Oxford, 
high heel, welt sole. . .$6.50 


PUMPS 


Newest and daintiest of pumps in 
tan, black and patent leather, 
with straight and curved heels 


Prices from 
$5.00—$8.00 


Insert Your Store Name Here 
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No. 774, 25c. 


Smartand Stylish 
Shoes for Spring 


High Shoes, Oxfords 
and Pumps in Variety 
of Prices and Styles 


OU will find a real treat in 
store for you in the hand- 
some Spring shoe styles 

shown in Blank’s windows this 
week. 
The prices are particularly 
attractive, too, and we prom- 
ise an opportunity for you to 
make some real savings in 
your shoe bills. 


Insert Your Store Name Here 
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No. 775, 25c. 


Handsome Pumps 


‘Tan, Black, Grey 
and Patent Leather 


$4.50, $5, $6, $6.50 


UMPS surely are the ideal 
Spring and Summer foot- 
wear for women. They are 

so comfortable and cool and they 
look so dainty, too. 

We have a wide variety of hand- 
some styles this season and can 
safely promise to show you some- 
thing in this line that will add the 
finishing touch to your Spring 
costumes. 


Insert Your Store Name Here 
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Another Real Service to Dealers 
b ae may purchase a regular weekly Service of cuts. Each week 


we will choose your cuts for you-and forward them. regularly 
without further bother to you. 
about how many of each kind, men, women’s, 
Send us your check with these instructions and you get the 


will use each week; 
children’s. 
cuts each week. 


Several of the larger stores are now doing this and they find it saves 
time not only in ordering, but also in getting the use of these up-to-the- 


minute illustrations. 


Just let us know how many you 
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Neolin Soles 


any wearers of 
Neodlin Soles 
become Neolin en- 
thusiasts. Among 
your customers are 
some— probably 
many—of these 
enthusiasts. Be 
sure to let them 
know your repair 
shop is prepared to 
apply NeOlin Soles. 











preepte become 
equally enthu- 
siastic about the 
quality of Wingfoot 
Heels. And well 
they may, for these 
heels are guaran- 
teed to outlast any 
others—leather or 
rubber. It will pay 
you to push Wing- 


foots. 
Goodyear Tire & Rubber Co. 
Akron, Ohio 


April 13, 1918 
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Another method often made use of in drawing chil- 
dren is found in giving premiums. This is a very ef- 
fective method, but is usually rather costly if indulged 
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REFINEMENT IN FIBRE SOLE DESIGN. 


Proper shank, support assured in thin heel Textan soles. 
Shgnks only 2-iron less than fore part. 





in too freely. As an advertising feature the premium 
is worthy of consideration. Used judiciously it pays. 


Build for Future 
on Service Basis 

But, after all, these are only the means to 
an end. No trade can be built upon any 
other foundation than service and good value. 
Good materials and solid workmanship are 
twin necessities in making a child’s shoe that 
is worth while. 

Miss McAllum, manager children’s depart- 
ment, The. Lindke Shoe Co.,. Detroit, is of the 
opinion that “Price makes no difference to- 
day. People want what they want and are 
willing to pay the price. Of course they 
know that prices have advanced and they ex- 
pect to pay the new price.” 


Overcoming Common 
Price Objections 

This is practically the experience in all 
stores. Some customers there are who con- 
tinue to grumble at the high prices—and they 
continue to buy and pay the high prices. Too 
much attention should not be paid to this 
class. It is all well enough to agree with them 
and deprecate the necessity for high prices, 
but it is a bad idea to let the same idea get a 
firm hold of the merchant. It stultifies his 
keenness for the business and tends towards 
repression rather than progress. 

The children’s department should have the 
best shoe fitters: in the establishment, and 
they should take time to fit the feet properly. 
No permanent trade can be built on poor 
service exemplified in poor fitting of shoes. 
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Women Best to 
Serve Children 

“Women make the best salespeople in the children’s 
department, especially in selling infants’, child’s and 
growing girls’ shoes,”’ is the opinion of H. G. Mac- 
Donald, assistant manager in R. H. Fyfe & Co.’s chil- 
dren’s department. “We have had some girls with us 
for seven years, others for five and a number for two 
years,” said Mr. MacDonald in answer to the inquiry: 
“Do you find it hard to get steady girls?” 

Mr. MacDonald not only believes that the girls can 
render better service to the customer than the men, but. 
he believes that they are steadier in the children’s de- 
partment. “Men haven’t the patience with the chil- 
dren that the girls have. Girls seem to have more in- 
fluence over the children. They do not appear to be 
so shy with the girls as they are with men. The gruff- 
ness of the man’s voice is sometimes misunderstood 
by the child and the effect on the sale is disastrous.” 

It is found, too, that the expense for selling in a de- 
partment where girls are employed is usually much 
less than where men are found. 










































THE RANNARD STORE SHOWS WINNIPEG 


A full page advertisement worthy of any metropolis in America. The big 
Rannard store was burned out some weeks ago—now open for Spring business. 
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In Stockh—Ready to Ship" 


a 


5839—Dark Tan Calf Lace Oxford, Imitation er 
Tip, Brown Kid Lined, Goodyear Welt, 14-8 a —o ory pny so a 
Leather Heel, AA, A, B, C $4 Welt, 12-8 Leather Heel, AA, A, B C 


a 


0S—Dak Fem dt Teme Chel. eee 5858—Dark Tan Side Lace Oxford, White Kid 
ing Ip, rown ned, odyea. * * h 
Welt, 13-8 Leather Heel, A, B, C, D $4 00 4X % wehempdenbenten: 


5704—Dull Cabaretta a. Pump, rg Ooze 
ee ee a ee 5713—Patent Pump, White Kid Lined, French 
: Cord Bound, Turn, 16-8 Leather Louis Heel, 
5702—Dull Cabaretta Seamless Pump, Gray Ooze B, C, D $ 


Lined, Imitation French Cord Bound, Turn, 
16-8 Leather Louis Heel, B, C, D 


We Can Ship These Styles At Once 
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Factors Affecting Retail Credits 






Real Details of Factory Credit Man’s Job as Affecting the Shoe Merchant 


By J. W. BANNON, of Excelsior Shoe Co., Portsmouth, Ohio 


(From an address before last week’s convention of the West Virginia Shoe Retailers’ Association.) 


HE credit man’s job does not consist in turning 
_4& down orders, refusing business, and collecting ac- 
counts. It is true that it is necessary for him to de- 
cline to ship goods in some instances; and it is true 
that it is necessary for him to collect accounts in some 
instances, but these things are, to my mind, incidental 
to his work. The real essence of his work and the real 
reason for there being such a position as a credit man 
is to accept orders, to OK shipments, and to see that 
his house is paid for all goods sent out without collect- 
ing accounts. I know that this is an ideal condition 
and can never be reached, but Credit Departments all 
over the country are making great improvements 
along this line. 


Sounds Keynote of 
Credit Man’s Work 

The secret of this was all well understood by the 
general manager of the company I have been with for 
a number of years. When I came into his office after 
closing a season of very heavy shipments and espe- 
cially small losses in bad accounts, I was patting my- 
self on the back and wanted encouragement from 
someone else and made the statement to him that we 
had lost less than one-fifteenth of one per cent 
through failures. He replied, “That’s mighty fine, but 
how much business did you turn down?” By this re- 
mark he struck the keynote in the credit man’s work. 
He made it plain that any one can OK orders for the 
United States Government, The Standard Oil Com- 
pany, J. P. Morgan & Company, etc., but that the 
real credit man should extend credit to every one to 
whom it is due. The tight credit man is no good to 
his house, to the merchant, or to the general good of 
business over the country. 

It is the credit man’s obligation to his house and to 
the merchant to accept every dollar’s worth of business 
that he conscientiously can, as it is the only basis on 
which proper co-operation between the manufacturer 
and merchant can be had. If you stop and think it is 
common sense. The manufacturer cannot grow with- 
out sending his goods to all legitimate outlets and he 
would be standing in his own light, if he looked for a 
reason to turn an order down instead of looking for 
a reason to accept it. 


The Advantage of the Credit 

Man to the Merchant . 
Under this heading I do not want it understood, in 

any way, that the retailer shall permit the credit man 





to run his store or that the credit man is an all wise dis- 
tributor of ideas and plans to eliminate all the troubles 
of the retailer and set him on the high road to success 
through a word or two of advice. I merely want to 
point out two or three of the opportunities which the 
credit man has of accumulating information and ac- 
cordingly giving the benefit of this information to the 
retailer. 


Real Basis of Credit 
Man’s Judgment ; 

One of the greatest opportunities that a credit man 
has of becoming expert in basic principles on which 
retail business must be conducted in order to be suc- 
cessful is that he is continually watching the progress 
of hundreds and thousands of retail stores and retail 
businesses. He secures their financial statements and 
their operating statements and he cannot help but 
know what percentage of expense is necessary for a 
retail store in a small town and what percentage of 
gross profit is necessary. He knows that this is dif- 
ferent from the percentage of expense of a retailer in 
a large town or a city, and that the percentage of gross 
profits is necessarily different. He has watched stores 
under similar conditions and has seen one of them 
prove to be a success and the other to be a failure and, 
with their two statements before him from year to year 
he can put his finger on the reason of the success of 
one and the failure of the other. He knows the amount 
of business which both have done, he knows the 
amount of expense, the amount of stock carried, the 
amount of charge accounts on the retailer’s books, and 
the gross profit made by each. He cannot possibly 
study these year after year without accumulating a 
great deal of information as to the principal items of 
success or failure of the retail store. The credit man 
is always ready to disseminate this information and 
he has been a great help to the retailer in pointing out 
some small improvement which can be made. This 
side of the credit man is a part of the service of the 
factory to the retailer, and it is considered as such by 
the factory, and I hope to satisfy any of you who are 
in doubt of it that it should also be considered so by 
the retailer. 


Bad Effect of 
Unsafe Risks 

Another advantage of the credit man to the retailer 
is less direct but no less an advantage in that it is a 
natural result of his work. That is the refusal to ship 
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The Shoes You Want 
When You Want Them 


‘UR experience shows that the shoe dealers who make 
the best profits are those who freely and intelligently 
use Regal’s In-Stock Service. 


We have said this before. We repeat it here, because our - 


dealers this season are finding Regal’s In-Stock facilities 
better than ever, and are availing themselves of this service 


to a greater extent than ever before. 


Regal’s In-Stock Service means simply this, that the dealer 
is able to get exactly the shoes that he wants, precisely when 


he wants them. 


There’s everything in this. It means up-to-the-minute 
merchandise, quick turn-overs, larger profits. It means, 
moreover, a bigger season each season, a greater volume of 


business for the year. 


If you are a Regal Dealer, you know. If not, send for 


Regal’s In-Stock catalogue. 


Regal Shoe Company 


BOSTON, MASS. 
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Stock No. S-4133 


Tan Cavendish Calf Oxford; 12 Sq. Sole; 
8-8” Heel; Invisible Eyelets. 


AA, 7 to 10 B, 64% to 10 
A, 7 to 10 C & D, 5 to 10 








No shoe manufacturer has met Regal’s Pall Mall Tan Oxford yet. 
There isn’t a shoe model in the country that excels the Pall Mall. 
It is one of the remarkable shoes of the season. 





IN-STOCK 


Style Leather Stock No. Price 


Oxford Tan Cav. Calf S-4133 $5.15 
Oxford Blk. Kg. Calf S-1145 4.90 
Bal Tan Cav. Calf S-4132 6.30 
Bal Blk. Sm. Calf S-1146 4.50 


Telegraph-Order 
Code Word 


Our traveling salesmen are showing the full Regal line now. A 
postal card to us will send a representative to you. 


Regal Shoe Company 


BOSTON, MASS. 
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These Two Distinctive Styles Will 
Make a Hit with Your Trade 























No. 8008. ..$6.00 — 
White Kid Welt, 8- 
inch Top, (%4 Louis) 
Covered Leather Heel, 
AA to C—8 to 7. 


Ne. S010. .....¢ $4.50 
White Kid Welt, 9-inch Cloth 
top, White Welting, White 
Enameled Heel, AA to D— 


























Dk Ms 6h0ceeseu0unne cane $3.25 Mas BOBO. occ cccccccccccccscccs 2.75 
White Wyclo Cloth, Turn, Whol arter, 9- White Rainbow Cloth, Turn (Seamless), 9-inch 
eae eT al Tub)” Govered’ Wood Heel, Top, (V4 Louis) Covered Wood Heel, A’ to D— 


AA to D—8 to 8. 
SAMPLE ROOMS 


SAMPLE ROOMS H. C. MARXMILLER 
MINNEAPOLIS, MINN. Pacific Coast Representative MILWAUKEE, WIS. 
404 BOSTON BLOCK Angelus Hotel, Los Angeles, Cal. 302 CASWELL BLOCK 


HARRY M. HUSK SHOE COMPANY 


327 West Monroe Street, CHICAGO 
511A Ridge Bldg., Kansas City, Mo. 
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goods to stores which are not making a legitimate profit 
and which are losing ground, or to stores which are 
started, not for the real commercial purpose of estab- 
lishing a business, but for the real purpose of making 
a failure and securing the profit in this way. I am 
happy to say that this last trouble is fast diminishing 
and the efforts of the National Association of Credit 
Men have largely contributed to the improved condi- 
tions. You would rather compete with a successful 
merchant than with an unsuccessful one, as his prices 
are based on a legitimate profit. In the second place 
you do not incur the risk of having the stock of the 
successful competitor thrown on the market in order 
to realize quick returns for cash and to satisfy his 
creditors. You know what the bankrupt sale of a com- 
petitor does to your business. The credit man en- 
deavors to keep these two evils at a minimum and the 
result must necessarily be an advantage to the retailer. 


Credit Loss a 
Factor in Prices 


Another advantage to which I wish to call your at- 
tention is that the losses in bad accounts to a manufac- 
turer must be taken into consideration in figuring the 
cost of his product. If he loses one per cent he must 
figure one per cent in the cost of the goods. It is, 
therefore, reasonable for the retailer to consider the 
ordinary investigations of the credit department as in 
the interest of the retailer as well as the manufacturer, 
because the retailer must pay for the losses in the end. 


How the Retailer Can 
Best Get What Is Due Him 
from the Credit Man 


The word co-operation is used a great deal in a the- 
oretical way, and in some instances, is a little one-sided. 
I hope I will not say anything which will lead you to 
think that I am talking solely from the point of view of 
the manufacturer, as it is not my intention to do so. 

Giving freely a financial statement is a method of 
co-operation which is becoming more universal and 
will continue to become so, not only through the efforts 
of the commercial business-in this country but also 
through the efforts of the Government. 


Importance of Financial 
Statements 


As a matter of interest, I want to bring up an instance 
that I have before me now. Here is an order sent in 
to us by one of our representatives on March the 14th, 
1918. It amounts to $565.15. We have never done 
business with this party before. In our preliminary 
investigation, we find that he is rated from $1,000 to 
$1,500 fourth grade credit in one rating book, and is 
not given in the books of the other two agencies. The 
order is for immediate shipment and when our sales- 
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man asked him for a statement, he stated that he would 
send one. We held the order for a day or two and then 
called the retailer’s attention to the fact that we had 
not received the statement which was promised to our 
representative. His reply is that he will give us a state- 
ment but that he is not in the habit of doing so, as that 
is his own personal business. The statement shows: 


Stock on hand 
Pormsture amd Geteres «io... ccc cesses. 2,000 
Cash on hand and in bank 


Liabilities 
Owing on open accounts 
Net worth 

A statement of that kind is practically worthless from 
the standpoint of the Credit Man. It shows on the face 
of it that it has not been accurately made and that it 
has not been based on an accurate detailed inventory. 
It is an estimate both as to the assets and the liabilities 
and, as a rule, an estimate favors the assets upwardly 
and favors the liabilities downwardly, the same as a 
battle report from the German War Office. This man 
further says in his statement that his last year’s sales 
averaged $50,000. Now, if he had made his statement 
accurately from an inventory taken at cost, putting in 
the exact amount of cash he had in the bank on that 
day and giving the exact total of all his liabilities his 
statement would have carried some weight. 

Another idea of co-operation between the manufac- 
turer and retailer which will result to the benefit of 
both is that of giving information to the Credit Depart- 
ment when an order is placed with a house from whom 
the retailer has not bought previously. This is espe- 
cially reasonable in the case of an order for immediate 
shipment. Tell the Credit Man who you are, send him 
a copy of your statement, tell him that you will answer 
any questions that he may want to ask. Your order 
will hit the Credit Department and bounce right out 
again if you are reasonably entitled to the credit asked. 
A prompt shipment will be the result. Another point 
is that all inquiries from the Credit Department should 
be answered promptly, pertaining to inquiries on ac- 
counts which are unpaid and to inquiries which result 
from regular investigations of theh Credit Department 


Factors in Extending 


Credit Today 


At the present time the credit of manufacturers, 
wholesalers, retailers, and banks of this country is be- 
ing strained as never before. In connection with carry- 
ing large quantities of high-priced materials from the 
raw state down to the finished product, on account of 
indefinite deliveries by the transportation companies, 
it is necessary for all of us to strain our pocketbooks in 

(Continued on page 80) 








STURDY Soles 
are “Essex” 


_SOLES, | SHED-WET 
first and se 
} Soles 


c 


They 


Outwear leather 
Keep out dampness 
Are not noisy 
Please the family 


They cannot 


Crack or stub off. 
Curl up at the toe 
“Draw” the feet 





SELL 
ESSEX ES 
TO SECURE 








CUSTOMER 
SATISFACTION 


ESSEX RUBBER CO. 
Trenton, N. J. 
U. S. A. 
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Beechwood Numbers Are 
Popular This Summer 
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BEECHWOOD-—+the silky, lustrous, 
leather-like white shoe cloth em- 
bodies all the attractiveness that 
appeals to the feminine fancy. 


A distinctive feature of BEECHWOOD 
is our original method of white back- 
ing. It eliminates all chance of dis- 
coloration common where colored back- 
ing is used. 


Assure your customers the maximum 
of style, appearance and durability by 
ordering BEECHWOOD numbers from 


your manufacturer today. 


A Caution—For your own protection and your customers’, warn them 
against the use of cleansers containing bleaching acids. They will rot 
or burn ANY cotton shoe cloth. 


KM 








J. EINSTEIN, Inc. 


9 William St., New York City 


Boston Montreal, Canada St. Louis 
Buenos Aires, Arg. Sao Paulo, Brazil 
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HE new Fall line of 
Steadfast Shoes is still 
breaking all previous 


sales records. 


Steadfast values are the reason 


—better than ever. 


We want you to see for 
self—and invite you to 
mon one of our salesmen 


He will gladly respond 


the entire line and won’t expect 
you to buy unless you want to. 
















your- 
sum- 


with 


Makers of Good Shoes 





Lynch ang 





», 


Stratford Last 

















2 sizes 

















|Peemores 


QUALITY 








The Season’s Sellers 
The Satisfaction Givers 


The Profit Makers 


Ask your jobber salesman or write us 


direct for complete catalog. 
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VARIETY 





All Colors 
Brown, Gray, etc. 




















Whittemore’s Boost You 
Whittemore’s Push Themselves 
Whittemore’s Hold Trade 


Pastes and combination packages for 
Brown, Oxblood, Russet and Black. 


WHITTEMORE BROS. CORP., CAMBRIDGE, MASS. 
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Colonial 
Combinations 


A SPECIALTY 


Combinations with small 
tongues and small buckles. 

















COMBINATION C-116 
White Kid (Tongue 0) 
Tongue, with dull white 
Metal buckle 





COMBINATION C-132 
COLORS oe 
, Patent Leather (Tongue 
Patent Gun Metal, White 00) Tongue with Nickel 
Kid, White Canvas Buckle 


Combinations are made with Leather Covered Buckles, 2.75, 3.75, 4.50 
COMBINATION C-147 


per dozen pairs. 
Combinations with Metal Buckles, 2.00, 2.50, 3.00 per dozen pairs. at tea un Me 


(If tongues are wanted set lower than shown, say so when ordering.) canvas finish Metal 





285 











Chandler’s Leather Covered and Metal Buckles 


Leather Covered Buckles (all patterns shown except Patterns 2445A and 94), Patent, Gun Metal, White 
Kid, White Buck, White Canvas, 1.88 to 3.00 per dozen pairs (with fillers), according to size. 


Metal Buckles, Patterns B27, 78, 66, B37, 2445A, 1283A, 101A, 101, 94, 283, 109, 108, 1283, 285, Jet, 
Dull Black, White, Nickel, 1.50 to 2.00 per dozen pairs (with fillers). 


C. A. Browning Co. 
30 Franklin St. | Mass. 
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DT ieeecettienee 8d 
SPUR STRAPS 


| 

| 

| 
An accessory for your military department 
that will appeal. | 
| 







The Colt Spur Straps, like the Colt Puttee, have 
all the excellence of detail that please the critical 
buyer. They are made in genuine pigskin and 
genuine shell cordovan at $6.00 per dozen, and in 
smooth mahogany cowhide and hog grain cowhide 
at $3.00 per dozen. 


THE BIG FEATURE 


The wide part is always in the centre of the boot. 


SEND A TRIAL ORDER | 


COLT CROMWELL CO. | 


151 W. 36th St., New York, N. Y. 
Send for Booklet of Puttees 


HOTEL 


MR KD basa ad 























Slip Insoles 


Will Appeal to the Common Sense 
of Your Customers 





















































E did not place Here’s Why! 
\ \ them on the mar- 
ket until we were Kaiten - Dein os 

sure they would do many fast color and will not DAVID REED. MER. 
things that ordinary in- stain white hosiery. i 
soles cannot and will not. Kendex Insoles are a 
N f sure cure for callouses. 

ow we are so sure 0 

Kend Insol re- * 

their satisfying your cus- seat aaiaieen o> ae: In April plans for the Summer vaca- 
tomers that we will cheer- ing feet, of which tion are discussed and settled 


many rubbersole wear- 
ers complain. 


Kendex Insoles will 
















fully refund your money 
three months from the 





The active and retired business man 








time we receive your order not harden, bunch 

if they prove unsatisfac- esach os eat te the ‘ 

can thee Gee. Dv knows that no place like the New 
ee Kendex Insoles are England coast is quite as delightful 


Men’s and Women’s non-conductors of heat 
and cold — warm in 


$1.50 per dozen pairs. Vi lin S 
Terms: 3-10—2-30. Net phn ee ee 
60, f. o. b. Stoughton. 


and healthful a place to visit. 













There is no more convenient hotel en 
route to New England resorts than 
the “Essex.” Stop here on the way. 











PLEASE ORDER ON THIS BLANK 
Piease Semd. .cccccccccccse Doz. Pairs Women’s Kendex Insoles 
$6.0806664600¢0866 Doz. Pairs Men’s Kendex Insoles 
Packed 1 dozen pairs assorted sizes to the box with attrac- 
tive display poster. 
Shipment to be returned if found unsatisfactory. 
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KENWORTHY BROS., CO. 
Stoughton, Mass. 


JO IE eae pe 
oa a oes 
at at kat oe ee 


BOSTON, 
MASS. 
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Write for 


Complete Catalog 
of Buster Brown 


Shoes. 


The shoe store that gets the children’s trade will get the 
trade of the rest of the family. 


Therefore, it will pay you well to sell “Buster Brown Shoes”—for they are 
the best advertised line of shoes for Boys and Girls on the market. 


Buster Brown SHOES 


For Boys—For Girls 


are more than good children’s shoes—they are the one make of children’s 
shoes that keep the growing feet free from all foot ailments—such as corns, 
bunions, broken arches, twisted bones, etc., etc. 


“Buster Brown Shoes’ will help you build up a steadily increasing trade 
that will be more and more profitable to you year after year. 


WVvowrs Vanos Gouge, 


Exclusive manufacturers of “Buster Brown Shoes” 


ST. LOUIS, U. S. A. 
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Nation Wide Demand for Men’s “Ruby” Red Calf Shoes. 
Our Shipments From Stock Save Many Dealers 
From Lost Sales— 





Calls have been so great and R ova [ | 
so frequent that at one time 
we had to hurry re-inforce- 
ments from our factory. De- 
mand has been unprecedented, 
but we are ready to serve all 
comers now. 


FISKE SHOE & LEATHER CO. 
BOSTON CHICAGO STOCK NO. 588 


A Stylish English Last 


717 Atlantic Ave. 301 W. Monroe St. “Ruby” Red Calf Bal. 
Classy Lines, Reverse Throat 
AA,7toll A,6toll B,6toll C,D,5toll 


Price $4.75 








“The Line That’s No Trouble to Sell” 








Are Your Customers Wearing Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


“HUBTIP” “SN oun re?) SHOE LACES 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 
IN A HANDSOME COLORED GABINET WITH COUNTER DISPLAY EASEL. 


F 


“HUBTIPS”? * Always I Look goa pee Fast Color 
GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Co. “ers = Boston, Mass., and Chicago, Ill. 
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Jefel la Sate. 


Chicagos Finest Hotel 


All Roads Lead to Chicago 


Notel Ia Salle. 


A central point from which all 
Chicago’s activities radiate 


N the heart of Chicago, “the great national ter- 
minal,”’ stands Hotel La Salle—justly representa- 
tive of its progress and adequate to its demands. 


Here, every day, you may meet men and women promi- 
nent in world-affairs who appreciate the extra refine- 
ments of service. 


RATES 
One person Per day Single room with double 
Room with detached bath bed $4, $4.50 and $5 
f $2, $2.50 and $3 Two Connecting Rooms with 
Room =, it — ag Bath 
a and $5 
; : Two persons 
Two persons Per da $ 
Room with detached bath g Three persons 


Four persons 
$3, $3.50 and $4 ‘ . 
Room with private bath— 1026 rooms—834 with private 


Double room $5 to $8 


Ernest J. Stevens, Vice-Pres. and Mgr. 
The only hotel in Chicago maintaining floor clerks and individual 
service on every floor 


La Salle 


at 
Madison 
Street 
Chicago 
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BILLIKEN 


The Kiddies All 
Like Billiken Shoes 


Give the Kiddies’ Feet a Treat 
ILLIKEN” shoes not only 
please the children, but by 
keeping shoe bills within bounds, 
appeal to the mother. 





“Billiken” is a harmony that ties 
together Manufacturer, Mer- 
chant, Buyer and Wearer, and 
brings to the Retailer the other 
fellow’s customer. 


Write or wire today for our 
“Billiken” proposition and get 
the agency for America’s most 
successful shoe for children. The 
shoe the child outgrows. 


McElroy-Sloan 
Shoe Co. 


Menufacturers 


St. Louis. Mo. 
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Four Cents a Day 


Keeps Button Trouble Away 


: Is it worth 25 cents a week to have ready 
=for instant use an Elliott Machine with 
= Maintenance Service? 

= Not unless you need it; but when you 





= 
8 
r 
s 
° 
z 
B 
o 
3 
F 
= 


“couldn’t wait” while you struggled with 
a hand tool or a machine that was good 
= once, then a quarter looks awfully small 
= and Elliott service mighty necessary. 

= Our minimum charge for Elliott service is 


Ask-Your Jobber 
or Wri te 


ELLIOTT MACHINE COMPANY 
Grand Rapids, Mich. 


25 cents a week—$1.00 per month. ~ 
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Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 





Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 





Catalogue on request. 
Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 











Standard = 
fine felt = 
one 


ae Samples 
"submitted upon 
request. Ask 


b ed am OF- ha- Ble) 


fa ndard Felt creunel ny 


West Alhambra California 
New York, ‘Chicago. San Francisco 
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Notre Soeur 





French Stage 


The Very Latest From “The Land of Trenches” 


Salesmen are now in their respective territories. They have 
Real Merchandise to offer. Arrange to place your orders when 
they visit you, for they will make but one visit to you this season 
—that insures Conservation and Shoes for You. 


Very Respectfully 


P. Sullivan & Company 
Makers of Pretty Shoes for Women CINCINNATI, OHIO 
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REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines, 


Write us today for a catalog. 








UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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ANY shoe manufacturers are glad 
that their customers stock Nedlin- 
soled numbers to meet a positive demand, 
and push these shoes through retail adver- 
tising, window display and personal selling. 


They do this merely because NeGlin Soles, 
by their quality, make good with the con- 
sumer and so increase subsequent sales. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 


Neodlin Soles 


Trade Mark Reg. U. S. Pat. Off. 
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BEACON SOLIDITY 


The many years that we have concentrated on the produc- 
tion of men’s shoes for the popular-priced pocketbook 
have given us an experience that is crystallized into 
BEACON styles and BEACON values. 


Every shoe in the BEACON line has a reason for being 
there—discovered from among the 5,000 live BEACON 
dealers—and no waste effort in searching after elusive 
styles is made. 


The whole solidity of the BEACON proposition is but | 
one reason why dealers are linked up and staying with 
the Agency plan that we offer. 


Why not write and ask us “how about it?” 


F-M-HOYT SHOE CO 


-MANCHESTER::---N-H- 
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Military Boots and 
Live Retailers Find Sa Leggings Exceptionally 
=” Profitable 


All Styles Shown = IN’ STOCK 


Here are 











a 


‘ee 
Stock No. 614—Made in Fine Tan Box Calf, 
with Cushion Inner Sole. A 7 to 10; B. C 


and D, 6 to 11. 

$6.00 
Pig Grain Legging with Buckle and Strap, 
Skeleton Leather Lined. Sizes 13 to 17; 
Uniform Length, 12% inches. 















Stock No. 612—Tan Army Blucher, Munson 
Last, following Government Specifications. 






Pig Grain Spring Legging, Skeleton Leather , € 
Lined. Sizes 13 to 17; Uniform Length, 12% B wide, 7 to 10; C wide, 6 to 10; D and E 


inches. wide, 6 to 11. 
$5.50 $5.50 
ARMY OFFICERS’ DARK CORDOVAN FATIGUE BLUCHERS AND _ SPRING’ LEGGINGS 

















Stock No. 714—Tan Cordovan Blucher, Cushion 
Innersole, White Fibre Waterproof Doubler, 
Ormond (Plain Toe). A wide, 7 to 10, B, © 
and D wide, 6 to 11. 


$7.50 


Dark Tan Shell Cordovan Spring Legging Full 
es Leather Lined, giving perfect form and fit. 
Sizes 13 to 17; Uniform Length 12% inches. 
M. A. PACKARD COMPANY 
BROCKTON, MASS. p 
Boston: 60 South Street New York City: 127 Duane Street 












Stock No. 715—Tan Cordovan Military Blucher 
with Waterproof White Fibre Doubler. A new 
officers’ high cut pattern, recently approved 
by the U. S. Government. 
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News in Shoe Markets 


Manufacturing and Merchandising Developments in America’s Shoe Centers 


NEW YORK CITY 


GENERAL RETAIL 
CONDITIONS REVIEWED 


Shortage of Wanted Business in the retail shoe 
Lines in Stores trade during the past week has 
been very satisfactory. In a general way the members 
of the retail trade are very well satisfied with the retail 
demand, but would be better pleased if they were in 
a better position to supply it. The shortage in certain 
desired styles, especially the Louis heel oxfords in patent 
leather and in colored stocks, continues, and as a result 
some business is lost. 


Preparing for the 
White Shoe Season 


Up to the present time the business in white footwear 
of any sort has not been especially large, but the retail 
trade does not look upon this as indicating that white 
shoe business will be under that of the more recent 
summer seasons in point of volume, and preparations 
have been made to take care of the white business 
when it comes, although as yet the stores are not in 
receipt of any quantities of these goods. 


Trend in 
Men’s Lines 

The business in men’s shoes is normal. Stocks are 
in rather better condition than in women’s lines, partic- 


ularly the novelty lines in the latter. Dark tan in both . 


high and low cut models prevails in the call for men’s 
footwear and there does not seem to be any greater 
tendency toward low cuts this season than has been 
true previously. 


SPRING STYLES 
CALLED FOR 


Concentrating on Even after the Easter season, 
Meeting Immediate according to Mr. Lederer of the 
Demand Duane Shoe Co., which spe- 
cializes in women’s novelty footwear, business continues 
to be very active in oxford styles, particularly the black 
patent leather. Brown, gray and ivory kid and tan 
Russia calf as well as the patent are also showing very 
strongly in their oxford orders. Practically all of them 
are of the Louis heel styles. The house, he said, is not 
going beyond the immediate demand, and therefore 
is not devoting any considerable attention to business 
for the fall season. As yet the call for white has not 
reached any considerable proportions, and those orders 
that they have for it are largely for white kid and buck 


stocks, and some fabric. These are wanted in oxfords 
and pumps. 


Good Shipments Follow 
Lifting Embargo 


The fact that the embargo on freight was lifted for 
the 25th to the 29th of the past month on practically 
all of the railroads enabled the Solo Shoe Co. to make 
some very heavy shipments during that period, and 
one of the people of that house said that they were 
fortunately in such position in their shipping depart- 
ment that they were able practically to clean out most 
of their advance orders that have previously been held 
up by reason of the transportation situation. In fact, 
they anticipated matters to some extent and sent out 
quite a good deal of goods that called for April ship- 
ment, sending these ahead of time, so as to be sure they 
would be in the hands of their customers. In these 
shipments play oxfords and low shoes occupied a very 
important position. The city trade, which usually calls 
for its barefoot sandals, play shoes and other stitchdown 
lines in May and June, is now placing quite heavy 
orders for immediate delivery. 


Marketing New Canvas 


Covered Puttee 


The same house is just putting out a new canvas 
covered puttee, the canvas being moulded in form over 
a leather foundation and resembling in shape and ap- 
pearance the ordinary type of leather puttees, but being 
canvas covered. This, it is understood, the private 
soldier is permitted to wear, and a considerable volume 
of business has been developed upon it. In addition it 
presents a more attractive price possibility than within 
the range of the usual full-leather type. 


A NEW FACTOR IN 
SHOE DRESSINGS 


Export License In the matter of the manufacture 
Requirements and sale of shoe dressings, one of 
Promulgated the people of the Griffin Mfg. Co. 
of this city said, so far as sales were concerned, there 
was absolutely no complaint to make, that orders were 
very heavy and that new ones were coming in right 
along. The cream dressings are now enjoying the 
greatest popularity. There was a time when it was 
difficult to sell an article the retail price. of which was 
as high as 25c, whereas at the present time the bulk 
of the business done in dressings is for that priced 
article. The creams in grays and brown are at present 
very active sellers, and they are also finding some call 
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P Ce OLDE TYME COMFORT 
SHOES IN STOCK 


READY TO SHIP 


These Shoes, Comfortable Yet Shapely, Are In Our Stock Department, 
Waiting Your Order. They 
Will be Shipped the Same 
Day Your Order Arrives 
—Either by Parcel Post 
or Express, as You 
May Specify. 




























ORDER FROM 
THIS PAGE! 








Have you our In-Stock cat- 
alogue on your desk? 





















STOCK NO. 191 ‘ STOCK NO. 88-1 
Glazed Kid Polish, Plain Toe, Heavy . . : . , 
Turn Sole, No. 75 Last, 9-8 heel. Te tee & ey fetenint Sv eqoase 
In Stock: D 2% to 9 Circular vamp Glazed Kid Polish, Kid 
E 2% to 9 Tip, Heavy Turn Sole, Steel Arch Sup- 





port, No. 75 Last, 9-8 Rubber Heel. 
In Stock: C 3 to 9 
D 2% to 9 
E 2% to 9 
EE 2% to 9 


PRICE $2.85 





PRICE $2.50 




















STOCK NO. 12 





Glazed Kid Two Strap Sandal, No. 50 
Last, 12-8 Heel. 
In Stock: B 3 to 8 
C 2% to 8 
D 2% to 8 
E 2% to 8 


PRICE $2.15 


LUNN & SWEET SHOE CO. 
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for white dressings. The latter, however, is a line that 
they expect to become more active as the season 
advances, 

The embargo recently placed on imports of foreign 
dressings is likely as far as they are concerned to effect 
their export business, because the increased pressure 
previously filled by imported articles will further tax 
the capacity of the plants and export business is thereby 
likely to suffer. License requirements on the part of 
dressing manufacturers and the delays in securing such 
licenses is likely to still further aggravate congestion 
in business, and it is quite possible that the export of 
dressings will be considerably diminished as a result 
of these two things, 


NEW J. & K. 
REPRESENTATIVE 


Opens Headquarters J. S. Frohman has been ap- 
in Bush Terminal pointed a representative for 
Building this territory for The Julian 
& Kokenge Co. of Cincinnati, and has opened up his 
headquarters in the new Bush Terminal Bldg., where 
his line is displayed in a most attractive environment. 
Mr. Frohman succeeds Butler Hehl, who is’ now in 
the service, having an appointment in the Quartermas- 
ter’s Division as an army shoe expert. Mr. Frohman 
has been long identified with the shoe trade, first in a 
retail capacity, and later as the representative of a 
findings and shoe store supply house, from which he 
has gone to his present position. He enjoys an exten- 
sive acquaintance in the trade of New York and ad- 
jacent points in New Jersey,. which constitutes his 
territory, and is very enthusiastic regarding his line 
and his house. 


PHILADELPHIA 


Conditions in the 
Retail Trade 


The matter of greatest interest during the past week 
was that of shaping up stocks after the Easter selling, 
and where possible securing the good required to make 
good the gaps caused by Easter demand. In view of 
the fact in a number of lines, especially the oxford 
styles, there was a shortage existing all through the pre- 
Easter season, which, of course, continues yet. There 
is quite a good deal of sizing-up required at this time. 
Goods, however, are coming in to the retail stores as 
rapidly as may be expected under the circumstances 
and under general conditions of production and trans- 
portation. Both of these are sub-normal, as they will 
perhaps continue to be, so that while the retail trade 
has and will have enough stock to go ahead on, few 
stores are in a position to declare their supplies of mer- 
‘ chandise are entirely satisfactory. 
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Early Demand for 
Fall Overgaiters 


According to Mr. Laing of. the findings and supply 


house of Laing, Harrar & Chamberlin, the demand for 


overgaiters is showing signs of lessening at this time, so 
far as immediate orders are concerned, but many or- 
ders are coming in for overgaiters for the fall 
season. P 

The expectation for a strongfand early fall demand 
for overgaiters is based upon the belief of the continued 
popularity of the low cut shoe. 


Heavy Spring 
Business Noted 

Mr. Holmes of W. T. Holmes Co., which specializes 
in women’s footwear, said a few days ago that the be- 
fore-Easter business of the house was the best in point 
of volume that they have had in many years, and the 
business done thus far in 1918 has been greater than 
the total of business for some previous entire years. 
Present business runs pretty generally through the 
whole spring line, with oxfords, the Louis heel type 
in patent leather and colored kids, predominating. As 
yet the house has devoted but little attention to busi- 
ness for the fall season beyond the point of laying out 
some of their sample lines. 


The Call 
for Dressings 


The demand for dressings in all grades, including. 
pastes and liquid dressings, was satisfactory in point 
of volume, according to P. P. Lagomarsino & Co.,' 
whereas the colored suede stocks in powder form seem 
to be in greatest request. In general findings lines, busi- 
ness is satisfactory, especially in such summer special- 
ties as barefoot sandals and the like. The call for laces 
in the prevailing colors, brown and gray, is also good. 


- Up to the present time they have not devoted very 


much attention to the business for the coming fall sea- 
son, although some orders have been received, largely for 
infants’ turn shoes and the more staple stocks of fall 
specialties. 


Early Trend in 
Fall Styles 


The fall samples are now in the hands of the traveling 
men of the factory of Zeigler Bros. of this city, and the 
men themselves are for the most part out on their re- 
spective territories. 

The factory has limited the boot height to 8% inches, 
and will not accept orders for higher than that. The 
call is very strong, according to these early orders, for 
gray and brown colored boots, and there seems to be no 
radical change in pattern or design from those pre- 
vailing in the fall season of last year. 
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WHITE BUCK LACE 
9 INCH TOP 
IVORY WELTED SOLE 


DoNN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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LYNN 


IN A MIDNIGHT 
CAMPAIGN . 


Lynn Sells All Its Liberty Lynn stayed up all night 
Bonds and Starts a New _\ast Friday night, banks 
Wave of Patriotism and stores open, dance 
halls and theatres going, bands playing, the great tank 
Britannia, right from the battlefront, rumbling through 
the streets, a flying machine sailing through the sky, 
and dodging the piercing gleams of the searchlights as 
it tried to drop bombs on the factories without being 
seen. Everybody was out, of course. 

While the great demonstration was on, salesmen went 
out and sold Liberty bonds, and five minutes after mid- 
night Lynn telegraphed to Washington that it had sub- 
scribed for its entire allotment of Liberty. bonds. 

It was publicity as novel and as successful as Lynn 
has put over for many a day. 


BUYING 
BEGINS 


Sales Manager Sees “Six Middle West cities show 
Sure Signs of It an increase of 30 per cent in 
orders over a year ago,” said the sales manager of a 
big Lynn firm. “Other encouraging reports come from 
the West and South. It looks to us like another big 
buying movement. Shoe merchants have taken warn- 
ing from their failure to get stylish shoes for their 
Easter trade, and are placing their fall orders early. 
This is well. With the present shortage of labor and 
delays in transportation, manufacturers have abnormal 
difficulties in making shoes and getting them to market.” 


A FALL 
FORECAST 


Toes Will Be Long, “Women like light, slim, glove- 
But Heels May Be fitting shoes, and will cling to 
Higher or Lower them,” says Harry Wood, of 
Thomas W. Gardiner & Sons, last makers. “They will 
not go back to coarse, heavy types of footwear. 

“Women’s feet were never more prettily shod than 
today, and comfortably shod, too. So, why change? 

“Lasts for fall will be of two types, both with long, 
slim toes, but one with a high heel, say a 2% inch 
Louis, and the other with a 1% inch military heel. 

“Boots 8 or 834 inches high will be worn in the fall. 
They fit better, and look better, than pumps, or oxfords, 
with spats.” 


LAST 
NO. 46 


Stamped on the Top J. J. Grover’s Sons have a 
Facing, Where the method of stamping last 
Customer Can See It numbers on top facings of 
a new line of shoes, designed to combine style and com- 
fort. It works something like this: 
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Take Last No. 46 for example, for it is popular. The 
number of the last is stamped on the top facing of the 
shoe, where the customer, as well as the clerk, may 
plainly see it. 

The customer wears the shoe, likes its style, and 
its comfortable fit. Needing new shoes, as she must 
in the course of time, she comes back to the store and 
asks the clerk for another pair of shoes made on Last 
No. 46. 

The clerk fits the shoes quickly, and satisfactorily. 
Similar proceedings with Last No. 46, and other num- 
bers, soon builds up for the store a line of\sure sellers, 
as well as sure fitters. 


WITH A 
WIDER BALL 


To Provide a Surer A new line of shoes made in 
Foundation for the Lynn has a slight over-meas- 
High Heel Foot urement on the ball. This ex- 
cess room at the ball of the foot provides for the 
excess measurement of the ball of the foot, which in- 
creases in girth from the long wearing of high heel shoes. 
High heels, of course, throw the weight of the body 
on to the ball of the foot, and, naturally, the foot grows 
larger on the ball, so it can hold up the increased 
weight. ; 
J. J. Grover & Sons is the firm making this line of 
shoes to conform to the new contour of the foot. 


CINCINNATI 


No Between Season 
Period This Year 


The Cincinnati shoe market is being looked to with 
confidence by hundreds of shoe dealers all over the 
country, from Maine to California, as a supply depot 
for seasonal footwear. ‘The factories which have 
equipped themselves to care for the immediate spring 
trade needs of the shoe dealers, either with a three 
weeks’ make-up service or with in-stock shoes, are the 
center of a demand that is keeping them on the jump in 
their efforts to cope with it. 


Six Weeks Season 
for Salesmen 

The traveling salesmen for the local factories are 
getting well into their territories and are working fast 
to cover the ground. Fall orders are being booked so 
rapidly that it now seems certain that the stay of the 
salesmen on the road this spring selling season will be 
limited to six weeks, which will mean that most of them 
will have completed their trips and have secured their 
quotas by May 15th. 

The retail trade is placing around 80 per cent of their 
needs for next season, basing their buying upon their 
sales for the past season. 
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STOCK NO. 136—Parkway last, Dark Russia Bal, 


STOCK NO. 145—Parkway last, Dark Russia Ox- 
ford, blind eyelets, single sole, Wingfoot rubber Gossem blind eyelets, single sole, Wingfoot rubber heel, 


heel, widths B to D, sizes 5 to 11. In stock, $5.75 widths B to D, sizes 5 to 11. In stock, $6.00 


“MAKES LIFE’S WALK EASY" 
TRADE MARK 


To Meet the Ever Growing Demand for 
Shoes with Rubber Heels, We’re Carrying 
Two Styles of 


CROSSETT SHOES 


With Wingfoot Heels 


OTH these styles are built E are carrying 50 different 
onour very popular PARK- numbers in our Stock 
WAY Last and = shown by Department. Ask for our com- 
the above illustrations are plete catalog showing all stock 


especially designed for the 
smart dresser. 


Lewis A. Crossett, Inc. 
North Abington, Mass. 


styles with full details and prices. 
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MADET KID is a wonderful Chrome Calf Leather 
4 with a bright black finish which it retains perma- 
4 nently. Likewise, the shoes made of Cadet Kid 
keep their shape. These remarkable features are not all. 
Shoe manufacturers find also great cutting value, more 
vamps than usual from every 100 square feet of leather. 





American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 


PLEASE SEE FURTHER PARTICULARS ON THE OPPOSITE SIDE OF THIS SHEET 
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THE AMERICAN HIDE & LEATHER COMPANY manvfactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather; eighteen kinds of 
Chrome Side Upper: nine kinds of Combination and Bark Tanned Side 
Upper: six finishes of Splits; Bag, Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY’S TRADE- 
MARK LEATHERS — Calf:—Tan Royal, Royal Kid, Box, 102 Box, 
Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
waukee Patent, Bison, Boris, Ottawa, Radium, Sheboygan Calf, Trojan, Zulu. 
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SAAAAN ROYAL in all particulars is the best Chrome 
GF Calf Leather. It is made in five rich, permanent 
a shades, strong grain and smooth, mellow character, 


and supplies all the qualities needed in the highest grade 


shoes for men and women. 





American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 


PLEASE SEE FURTHER PARTICULARS ON THE OPPOSITE SIDE OF THIS SHEET 
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Variations in 
Heights of Tops 


Nearly every manufacturer of women’s medium and 
fine grades of footwear is showing samples of boots 
of 8 inch, 8%4 inch and 9 inch tops, the. latter being 
the extreme limitation for heighth set by the Commer- 
cial Economy Board. The National Shoe Retailers’ 
Association officials are urging all purchases be limited 
to the 8% inch boots, but the traveling salesmen claim 
that the young women are strong for the 9 inch top 
boot. 


Big Demand on 
Stock Departments 


Stock shoes are in strong demand in this market. 
The manufacturers find it difficult to accumulate siz- 
able stocks in the face of mail order demand, which 
forces shipments as fast as the shoes can be put through 
the factories. The spring retail season finds a strong 
turn to oxfords and patent and glazed kid with Louis 
heels, and grays and whites with covered Louis heels, 
have the call. 


HAVERHILL 


- OCCUPYING THEIR 
OWN FACTORY 


Local Concern in The Malbon Shoe Company are 
New Quarters now located in their own factory 
building, 31 to 33 Essex Street, having removed thither 
from their former quarters on Phoenix Row. The 
Essex Street building, which has been entirely remod- 
elled, has four stories and basement, with a total floor 
area of 11,000 square feet. It is occupied entirely by 
the Malbon Company. Three electric motors, each of 5 
h. p., keep the machinery moving and supply power for 
elevator service. A large sign, covering the front of 
the building, bears the name of the concern. 


RAPID WORK 
IN REMOVAL 


Making Shoes The Malbon Company have in their 
- All the While new plant, which is located in the 
heart of the Haverhill shoe and leather district, more 
than double the space formerly available. On the 
second floor are located the offices and packing room. 
The third floor accommodates the making room. On 
the fourth floor are the cutting and stitching rooms. 
Mrs. Minnie Colgan, in charge of the latter department, 
is justly proud of the quick transfer made from the 
old to the new factory. In the old stitching room all 
32 machines were in operation up to 6 o’clock Friday 
evening. On Monday morning at 7 o'clock all were 
running in the new room. The stock-fitting room is 
on the street floor, while the basement is used for 
storage purposes. All the workrooms have ample day- 
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light from numerous windows. Details of removal were 
so arranged that there was no break in production. 
Each department when transferred found all in readi- 
ness at the new plant. By this effective planning, 600 
pairs of shoes were made daily during removal. 


-HAVERHILL MANUFACTURERS 


WIN SUIT 


Jobber Must Liberty-Durgin, Inc., of this city 
Pay for Goods have been awarded $247.75 in the 
suit which they brought against Nathan Apteka, a 
shoe jobber of this city. About two years ago, Apteka 
placed with Liberty-Durgin, Inc., an order for a cer- 
tain number of women’s blue velvet slippers at an 
agreed-upon figure. When the goods were delivered, 
Apteka refused acceptance on the ground that they 
had not been ordered. Liberty-Durgin, Inc., were 
obliged to sell these slippers at a sacrifice. They sued 
Apteka for the difference between the price which he 
agreed to pay and that which they were able to obtain 
for the slippers. The question propounded to the jury 
was: “Does the jury find that the shoes were made 
by Liberty-Durgin, Inc., especially for Apteka and 
were not suitable for sale to others in the ordinary 
course of business?” ‘The jury answered this question 
in the affirmative. 


OXFORDS IN 
BIG DEMAND 


More Buyers “It seems,” said a member of the 
Than Sellers trade, in speaking of the demand for 
women’s oxfords, “that there are a dozen buyers for 
each dozen pairs of these goods. Every day we re- 
ceive personal visits from buyers at the factory, also 
letters and wires, all asking for women’s oxfords. 
The demand is so much greater than the supply that 
so far as our house is concerned there is no immediate 
prospect of catching up. ‘I believe this ‘catching up’ 
process will require weeks to come.” 


PRESIDENT 
RESIGNS 


Member of the Trade Elwood N. Vine, who for 
Intends to Take a the past 28 years has been 
Rest from Business associated in an_ official 
capacity with W. S. Chase & Sons, Inc., slipper manu- 
facturers of this city, has resigned the presidency of 
that concern. It is Mr. Vine’s intention to take a rest 
for the purpose of recuperating, his health not having 
been the best for the past few years. 


CLOTH TOPS 
A FEATURE 


Cheaper Than As a means of conservation in the 
All Leather cost of women’s footwear, the cloth 
top boot is in good demand. It can be sold at a less 




















Do not judge standard; 


failures of un, 






SPRING- STEP 
FRICTION PLUG HEEL 


The plug is set at the right spot 
to catch the wear and the slip. 






Made of tough, springy rubber 
all the way through. Know 
them by the red friction plug. 


THE RED PLUG 
PREVENTS 
SLIPPING 


Rinex Soles 4 
SPRING-STEP HEELS 


The ideal combination to 
specify when rubber heels and 
fibre soles are wanted. 











No other soles and heels will 
afford their safety, ease and 
long wear. 


Rinex 









| ized fibre soles by the 


ti branded ones. 


| ONDITIONS of today have customers against fibre soles and 
made people more critical as _ you into the bargain. 

to shoe quality. They'll pay an So when you're specifying fibre 

advance in price—but they expect _ soles it will pay you to demand 

responsible wear in return. RINEX. 


Then you'll get a quality 







Fibre soles made as we 





make RINEX will give 
your customers greater 
comfort and greater 





that thus far has not been 
equalled—a quality which 
we are continually study- 





money's worth than any ing to improve, but which 
shoe bottoming they’ve ever worn. will certainly never be lowered. 






But fibre soles of no particular Write it plainly on the order 


quality standards will certainly —“RINEX SOLES must be 


disappoint—and forever set your _ used.” 


ONE BRAND ONE QUALITY 


Standardized By the Largest 
Rabber Manufacturer in the World 


United States Rubber Company 
Sole and Heel Dept. 
1790 Broadway, New York 60 High Street, Boston 


Soles 
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The Civilian Army Shoe 


Is Best Made With 


Mousam “Hor Fibre’ Counters 


on our Munson mould as illustrated above 


Tt Fits the last at every point—A run of sizes to fit all 


sizes of men’s and boys’ shoes. Best working Fibre 
Counter in the factory. ; 


i AGENCIES 

Rogers 1p0re a WILKINSON & REGER 301 Florist St., Philadelphia, Pa. 
JOHN C. RUPP CO 507 Sycamore St., Cincinnati, O. 

121 BEACH ST., BOSTON, MASS. DENNETT & PRINCE ...1602 Locust St., St. Louis, Mo. 
WILLIAM LINKLATER 192 McGill St., Montreal, Can. 

CHARLES TANDBERG....Nordal Brungst, 13, Christiania, Norway 

MOUSAM COUNTER CO. HERNANDEZ & AUGUSTI Havana, Cuba 


Successors to 
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price than the all-leather variety, although cloth for 
topping is showing a big advance over a year ago. 
This material, composed of cotton and wool, has prac- 
tically doubled in price during the past 12 months, 
and shoe prices have advanced accordingly. Salesmen 
now out with Fall samples are finding a large demand 
for the cloth top boot. It has the advantage in price 
over the leather top boot, which supplies a practical 
reason for its popularity. 


MAKING A 
WESTERN TRIP 


Manufacturer Called A. F. Bancroft, of Bancroft 
on the Trade Walker Company, returns 
this week from a trip to western cities, where he has 
been calling on the trade in the interest of Walk-croft 
footwear. Mr. Bancroft reports liberal orders and ex- 
cellent prospects for future business. He adds that 
merchants want good shoes and are ready to pay good 
prices for such footwear. 


BROCKTON 


FALL GOODS 
WANTED EARLY 


This Tendency a “A greater percentage than usual 
Noticeable One of our fall orders which salesmen 
are now sending in,” said a Brockton manufacturer, 
“are specifying deliveries not later than July 1, and some 
as early as June 15, as the limit. Merchants who are 
specifying early delivery for fall goods are certainly wise. 
I believe many have learned a valuable lesson through 
experience of the past season and are determined not 
to suffer loss of business through non-arrival of goods. 
The up-to-date merchant today realizes that the handi- 
caps under which manufacturers are working as regards 
the difficulty in getting goods through the factories, and 
also in regard to transportation, will continue. 

“For that reason ‘it is a wise move on the 
part of retail shoe merchants everywhere to have 


their fall orders shipped earlier than ever before. The - 


more orders we get which call for July 1 shipment, 
the better we shall be pleased, and the more satisfaction 
will be obtained by our customers. The dangers of 
waiting too long before ordering fall goods should be 
appreciated by the trade everywhere.” 


SHOES SHIPPED 
BY EXPRESS 


More Rush-Orders Owing to delays in transporta- 
Than Ever tion and insistent demands for 
quick deliveries, more shoes are being shipped by ex- 
press from Brockton than ever before. In fact, nearly 
half of the goods sent out from this city at the present 
time are forwarded by. express. The cost of shipping 
a pair of shoes from Brockton to New York by ex- 
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press averages 3 cents. For longer distances, of course, 
the cost is much higher, running from 6 to 12 cents 
per pair. For that reason the expense of express ship- 
ping makes a substantial increase in the cost of the 
shoe to the retail merchant. However, conditions are 
such as to warrant this extra cost of transportation. 
The merchant must add this cost to the price of the 
shoe. : 


WELTING FOR 
GOVERNMENT 


Brockton Concern. The Brockton Rand Company 
Supplying Goods was recently awarded by the 
government a contract for Barbour grooved endless 
welting to be used in army cantonments in this country 
and France in connection with shoe repair outfits for 
Uncle Sam’s soldiers. 


Parcel Post 
Popular 


As a rival to the express, parcel post plays an im- 
portant part in the sending of shoes from Brockton to 
retail dealers in all parts of the country. Parcel post 
packages must be limited in size and are therefore 
mostly confined to single pairs or small lots. Combining 
the express and the parcel post transportation, it is safe 
to say that the price paid for shipping shoes from 
Brockton factories in the course of a year will be well 
toward the half million dollar mark. 


GOLF SHOES 
IN STOCK 


Concern Carrying As appropriate to the season, 
These Specialties _ M. A. Packard Company has 
added to its stock department for the spring and sum- 
mer season a man’s golf shoe. It is made of fine tan box 
calf with cushion innersole and is available for imme- 
diate shipment. This is one of the several special features 
connected with the M. A. Packard stock department. 


RETAILER’S FACTORY 
VISITS 


Keeping in Touch “I make it a rule,” said a west- 
With Production ern retail merchant, who was 
visiting a Brockton factory last week, “to make a trip 
at least once a year among the factories with which I am 
doing business. In this way I keep in touch with 
the manner in which various factories handle my orders. 
and at the same time learn a lot in general about shoe 
making. The time and money spent on these trips are 
in my opinion mighty well invested. 

“T believe that every up-to-date merchant could 
profitably follow this plan. I know from experience 


in Brockton and elsewhere that the manufacturers are 
always pleased to see their customers at the factories 
and to give them all possible information regarding the 
production of their_orders.” 
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THE BLACKSTONE 
0233—Cordo Kid Lace 
Oxford, Widths A-D, 
See BOG. ciccccses $4.75 
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THE PIPING ROCK 
0308—Gun Metal Blucher 
Oxford. Widths B-E, 
Sizes 6-10.......... $3.50 


in Chicago — 


THE WAUKER 
1932—Dr. Rodman’s Vici 
Arch Support Bal. O’Sul- 
livan Heel, Widths C-E, 
eee $5.00 


You Made Our Spring In-Stock Line 


E are no different from 

other sensible, enter- 

prising shoe manu- 

facturers operating profitable 

in-stock departments. That 
is to say— 

We carry in stock, each season, 

; 


THE BLACKSTONE 
1462—Gun Metal Bal. 
—_ A-D, woe 5- 

75 


ample quantities of precisely those 
styles of shoes that you, the retail 
shoe dealers, have shown greatest in- 
terest in—shoes that you have 
bought, on initial orders. 

Each of the eight Bates styles 
shown in this advertisement has al- 
ready had goodly sale to Bates deal- 


—————— | 
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In-Stock 





THE BLACKSTONE 
THE BLACKSTONE : 0360—Seal Brown Lace 
Oxford, White BaTeX 
Fibre Sole and Heel, 
White Ivory Welt. 








ees 


THE CLAREMONT 
, 1318—Sumach Brown 
Russia Calf Bal. (Gal- Russia Calf Bal. (Gal- 
lun’s No. 26). Oak Sole, lun’s No. 26), Gray Top, 
Widths AA-D, Sizes Sizes 5- 
5-10 $5.50 


THE CLAREMONT 
1112—Sumach Brown 


feats er 
sy errors 


WE yi 








ers. Each model has a real reason 
for existence—a style reason, a profit reason. 
Each one is now, today, selling steadily to 
customers at hundreds of Bates agencies. 
So, we have put liberal quantities of these 
eight, also twenty or thirty more, all desir- 


able for the same reasons, into the Bates 
Distributing House in Chicago, for quick- 
action delivery to Bates dealers everywhere. 

Since you, the Bates sales agents, created 
this in-stock line, we intend you to have real 
benefits from it. 


Bates Shoes Five to Eight Dollars 
A. J. BATES COMPANY 


FACTORIES 
AND GENERAL OFFICES 
WEBSTER, MASS. 
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CENTRAL DISTRIBUTING HOUSE 
328 W. MONROE STREET 
CHICAGO, ILL. 

















WIRE YOUR ORDERS ON 
THESE THREE SHOES! 


They are winners! Each has 











style that appeals and quality 
that satisfies. 









STOCK NO. 285-13 
Havana Brown Kid, Dress Oxford, 


Hapa an eee peg he Eg WIRE TODAY — 
4 DON’T WAIT! 









Include in- your wire — 





Code Name: Barrell 


PRICE $3.65 “Send In-Stock Catalog.” 
















STOCK NO. 665 


Eve Clo. Sport. Oxford, Welt, 
Tip, White Ivory Sole, 12-8 
Ivory Military Heel. No. 135 
Last. 

















In Stock: A 4 to 7 

B 8% to 7 

C 2% to 7 

12 D 2% to 7 
7 Code Name: Daffodil 







PRICE $3.00 





STOCK NO. 530-12 


Havana Brown Kid Sport 
Oxford, Imitation Square 
Wing Tip, Leather Welt Sole, 
14-8 French Cuban Heel. No 
165 Last. 












In Stock: A 4 to 7 
B 8% to 7 

C 2% to 7 

D 2% to 7 

Code Name: Banister 






' PRICE $3.85 


18 eke oe 


LUNN AND SWEET SHOR CO; = 
—. AUBURN. MAINE 


| OGRE hte abe tn PR oe 
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GROWTH IN 
25 YEARS 


Great Development in During the past 25 years, 
a Brockton Concern George E. Keith Company 
has developed from a single factory making about 1,000 
pairs a day to nine factories with a capacity of about 
20,000 pairs daily, and employing between 5,000 and 
6,000 operators. The concern now has five factories 
in this city, and one each in Middleboro, North Adams, 
East Weymouth, Boston, Mass., and Rochester, N. Y. 
Formerly producing only men’s shoes, three of the 
factories are now devoted exclusively to the production 
of women’s footwear. A large foreign business has been 
built up by this house and retail stores are maintained 
in 102 countries, also in large cities all over the world. 


LARGER SIZES 
OF ARMY SHOES 


Factories Working Sizes of army shoes from 8% to 
on These Goods 15 are being produced on a large 
scale in Brockton factories under special orders from 
the War Department. New lasts, dies and patterns 
have been quickly produced for use in these large sizes. 
Thousands of pairs‘ have already been shipped 
through the supply depots in this country for trans- 
shipment to France. The shoes must be completed and 
delivered prior to June 1. 


Many Navy Shoes 
Being Made 

Brockton manufacturers of shoes for the United 
States navy, to be delivered by July 1, are anticipating 
this date. Many thousands of pairs of navy shoes are 
being shipped from local factories. Churchill & Alden 
Co.’s order for 50,000 pairs of navy shoes was recently 
begun and the first allotment of the goods has been 
shipped. ' 


SAN FRANCISCO 


War Savings and Shoe 
Styles on Pacific Coast 


The San Francisco shoe stores have entered the 
Thrift Stamp campaign with a vim. Emporium clerks 
have been wearing buttons which say: “I sell Thrift 
Stamps. Ask. Me.” Prizes of $25, $15 and $10 were 

-given April Ist to those carrying off the honors in the 

fifteen day race. All of the store’s employees are 
buying, and several have purchased as many as 100 
War Saving Stamps. . . 

J. R. Reedy, manager of the women’s shoe depart- 
ment, returned this week from his annual New York 
buying trip. Taken as a whole, he considers it the most 
successful trip of the kind he has ever made. Mr. Reedy 
reports that his best sellers so far have been oxfords of 
all styles, but more particularly those with the cut-out 
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panel in the quarter and the long vamp. Plain pumps 
in leads, combinations of grays, soft-toned browns and 
white are also selling well. Sixty per cent of his sales 
so far this spring have been in Oxfords with the military 
heel, and he predicts that the coming season will be the 
biggest for low shoes that San Francisco has ever known. 


Plans for a Superfine 
Shoe Store 


Frank Werner, proprietor of the. Walk-Over shoe 
store, announces that he is planning what he considers 
will be one of the finest shoe stores in the world at 
874 Market Street and 26-28 Powell Street. Mr. Wer- 
ner closed a lease with James L. Flood for ten years 
for $213,000. The store is to carry women’s footwear 
only. 

C. Johnston and J. McPike of the Walk-Over sales 
force have enlisted in the naval reserves and are now 
stationed at San Pedro. The store is encouraging the 
buying of War Saving Stamps very strongly among its 
employees. ‘The price of two stamps a week, it is 
understood, is taken out of each pay envelope, by 
arrangement. 


White Shoe Demand 
a Feature 


D. Marx, buyer for the four Rosenthal shoe stores, 
left the first week in April for his annual trip to the 
eastern factories to place his fall orders. The stores 
made preparations for a big Easter week, having laid 
in a large stock of oxfords, even in children’s lines, and 
were not disappointed. Shipments of white shoes are 
coming in in such quantities that extra space has had 
to be added to the storage rooms. 


Enlarge Children’s 
Shoe Department 

Sales in the children’s department at Sommer & Kauf- 
man’s have increased so materially of late that it was 
found necessary to enlarge the seating capacity. E. J. 
Rush, formerly in the shoe business in the East, was 
recently added to the force. Max Sommer and Wm. 
Kaufman are preparing for their eastern fall buying 
trip. 


Personals in 
San Francisco Market 

Chas. Hinds, window dresser for Sommer & Kauf- 
man, left the store last week to take a road job with 
the Clark-Hutchinson Shoe Co. 

Chas. E. Daley, manager of the Market Street store, 
has bought an interest in the Neil, White & Co. shoe 
business, Fresno, Cal. Al. Buermann has been made 
superintendent and manager in Mr. Daley’s place. 

W. K. Powell, A. M. Watkins and T. O. Wood have 
organized a partnership with $10,000 capital stock, and 














































































































“Style 490 $2.85 
Style 491 $2.85 
Style 2450 $6.00 
| Style 2451 $6.00 
Style 862 $2.60 








| Now is the time to 
Stock up on White Shoes 


White Canvas 9-inch Bal, Welt, 16-8 Ivory 
Louis Heel, Plain Toe, AA- D, 214-8. 

White Canvas 9-inch Bal, Welt, 12-8 Ivory 
Heel, Tip, AA-D, 214-8. 

White Boarded Calf Bal, Welt, Imitation Tip, 
Ivory Sole, 12-8 Ivory Heel, A-D, 2%-7. 
White Calf Bal, Welt, Imitation Tip, 15-8 
Covered % Louis Heel, A-D, 2%4-7. 

White Canvas Lace Oxford, Welt, 12-8 Mili- 
tary Heel, Tip, AA-D, 234-8. 


ORG este Deine 






































Unie 2 HARRISON SHOE 


207:W:MONROE ST: 
CHICAGO 
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have opened a shoe store in San F rancisco, which is 
called the Star Boot Shop. 

The boot and shoe business of Max Scheyer, 4086 
4th Street, San Francisco, was recently sold to Robert 
Posch. 

The Rogers Shoe Company is to move May Ist from 
Samsome Street to 135 Bush Street. 

Quinn & Broder (incorporated), Oakland, Cal., have 
been granted permission by State Corporation Com- 
missioner to issue 52,998 shares of capital stock to J. W. 
Quinn and Walter Broder in exchange for the property 
and assets of their shoe business. 

The Lewis Shoe Company, Oakland, Cal., has com- 
pleted a number of important alterations to its store. 
A small addition was built and the store rearranged 
so as to give more space for displaying the new spring 
stock. 

A. T. Galles of Los Angeles, Cal., has bought out 
the shoe business of Carl Lindquist of the same city. 


Recent Visitors 
in the City 

Visitors who have called on the San Francisco shoe 
trade of late have included: John J. Keller, Fresno, Cal.; 
Ed Wallis, Marysville, Cal.; S. B. Barker, Portland, 
Ore.; D. S. Muldoon, Modesto, Cal.; E. L. Jaffa, whole- 
sale boot and shoe dealer, Los Angeles; H. C.’E. Bean- 
ner, Madera, Cal.; W. M. Jaffa, Los Angeles; H. Gos- 
liner, Santa Cruz, Cal.; S. F. Munich, Monterey, Cal.; 
C. H. Baker, Los Angeles: 5. Batry, Sacramento, 
Cal., and E. E. Seidel, Los Angeles. 


CHICAGO 


New Children’s Department 
in Mandel Bros.’ Store. 

A new idea in a children’s shoe store is the installa- 
tion of a separate department in Mandel Bros.’ Store, 
which will feature Buster Brown shoes. A space 150 
by 175 feet in the basement will be devoted to a chil- 
dren’s shoe section, having special equipment through- 
out for children, with a playroom with Buster Brown 
toys. On the main floor an entire section will also be 
devoted to featuring the line. All three sides of the 
section will have mahogany shelving with Buster 
Brown stock boxes, and a wax figure set in of the fa- 
mous Buster Brown and Tige on each side. The fourth 
side will be glass show cases, displaying Buster Brown 
shoes. Plans for this section call for the largest and 
most up-to-date children’s shoe section in the country, 
and they expect it to be completed by the middle of 
April. 

On Buying Trip in 
Eastern Markets 


Dave Saifer and E. Wiesberg .of the Novelty Shoe 
Co., left last Saturday for an extensive buying trip in 
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the East, where they will visit all of the large shoe mar- 
kets in preparation for the fall drive. 


Annual Dance of 
O-G Employees 


The O-G Boosters’ Club, composed of some three 
hundred and fifty members of the O’Connor and Gold- 
berg Stores, gave their annual dance at Goven’s Hall, 
April 3rd. Mr. O’Connor and Mr. Goldberg were 
present and participated in festivities. Miss Samuels 
with her usual vivacity was the life of the party and 
saw to it that everybody had a good time. 


ST. LOUIS 


REVIEW OF 
FACTORY CONDITIONS 


Labor Shortage Is The operations of the fac- 
Restricting Production tories continue to be up to 
their labor capacity, which runs about 65 per cent, 
while the orders in hand would justify easily 80 per 
cent operation, and if shipping anxieties were taken 
into account, the operations might well be pushed to 
100 per cent if help could be obtained. The orders which 
are coming in are largely for late spring and early 


“summer business and the retailers are placing orders 


both with the salesmen on the road and the mail de- 
partments of the houses. The specialty factories and 
departments which were active up to Easter filling 
immediate demand orders are still keeping up the old 
gait in operation as a result of the call for summer goods 
to be shipped for anticipated demand, as well as to 
fill in broken lines, which have been suffering from the 
heavy retail demand, which is generally reported from 
all parts of the St. Louis territory. The orders for fall 
goods are also beginning to mount up, and evidence is 
accumulating that the retailers are determined to be 
in good shape for the fall season, having had more or less 
unpleasant experiences with the traffic conditions of 
the recent season. 


BIG SPRING 
TRADE OPENS 


Features of Demand ‘Ideal spring weather, with 
in Retail Stores mild temperature, has given 
the local retail shoe trade one of the busiest pre-Easter 
and post-Easter periods in recent years. While the 
consumers are buying freely and buying quality mer- 
chandise, they are insisting upon care in the selection 
of merchandise. In the buying of low footwear, oxfords 
are having the call, with spat purchases accompanying 
the buying of pumps. Black is most wanted and patent 
leather is in excellent demand. In the novelties, grays, 
particularly in boots, are being taken, while white is 
looked forward to as a summer purchase of the best 
(Continued on page 97) 
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| 
CY VP womens ON THE 
* “PICKFORD” LAST 
| READY TO _ SHIP 


‘The sale of a single pair is the beginning of a constantly 
increasing business. Made by our celebrated Unlocked 
Process, also to be had in Goodyear Welts. 

Stock No. 850. Dark Cordo Calf, 


13%-inch heel, 9-iron sole, AA to D, 
2 to 8. Unlocked process. Price $5.50 


Stock No. 851. Fine Black Kid, 134- 
inch heel, 9-iron sole, A to D, 2 to 8. 






Unlocked process. Price $5.25 
2 

Stock No. 855. Regular welt, same 

style as No. 851. Price $5.00 


Send for Catalogue. 


THE PRESTON B. KEITH SHOE COMPANY 









Boston Off ice New York Office 
ei ye BROCKTON (Campello Sta.) MASS. —_— 





299 Broadway 
N. B.—Interest yourself in Unlocked Proeess Shoes 
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AIDING RETAILERS 


The Credit Clearing House, 
440 Fourth Ave., 

New York City. 

Gentlemen: 

I appreciate very much your letter of March 22nd. 
You recommend that we make an effort to increase 
our sales at the same time decreasing our stock. Also to 
install a system that will show the turn over in the various 
departments or lines of merchandise. 

I will ask as a further favor that you suggest a system. 
The simplest that will prove adequate I believe would be 
best as neither myself nor anyone connected with the store 








has had any extensive knowledge of accounting. A-33 X-33 
Thanking you for your courtesy, | remain, 2, tech Base 2Y%y teas Bons 
ata 7 Inches Over All 7 Inches Over All 
Write for 
New Catalogue 





CRYSTAL FIXTURE CO. 


357 Monadnock Block 
CHICAGO 


The Credit Clearing House 


“Builder of Better Credits” 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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EARLY ORDERS MEAN 
BETTER SHOES 
ON TIME 


THREE JOHNSON BROS.’ STYLES THAT ARE 
SAFE AND SANE MERCHANDISE FOR FALL 


/w 


A BIG SELLING 
GAITER MODEL. 


Patent —— Square Throat, 
Louis Heel. 


A Sensible, Good-Wearing Boot On STYLE NO. 347 
LAST NO. 109 


Our New Lo 
a . Mahogany Vamp, Chamois Leather 
Top. A Brand New Style that’s 


a Beauty. 


IF YOU HAVEN’T SEEN OUR LINE NOW IS THE TIME 
TO WRITE! 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL, MAINE 
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The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 





throughout Sout! 
g 









America means “These 
oods are the best of their kind for the 
South American market.” 





The One 
Waterproof 
Leather that 

Takes and Re- 
tains a Polish 


Creese & Cook Co., $5et sires" 
Tanneries at Danversport 

























CHICAGO 
1G IN. 





1S08 WASHINGTON AVE. 
8t. Louis.Mo 





Novelties in Stock . : 
For At Once Shipment =: | “Gee 








=> W™ Sumner SMITH 
7 326 W.MONROE ST. 













“A Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


= Se) MAKERS OF HIGHEST GRADE 
ah Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 


ILL 
FIELD 
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Factors Affecting Retail Credits 
(Continued from page 43) 


order that the United States Government and its Allies 
can carry this war to a successful conclusion. It is our 
duty to pay our obligations just as fast as possible. It 
is our duty to live as closely to the terms on which our 
merchandise is bought as we can. I think that the time 
is coming when an absolute strict adherence to the terms 
will be considered as much an obligation as the ultimate 
payment of an account. The farther back you go from 
the finished product to the raw material, the closer 
are the terms respected. As a rule, the purchaser of the 
first raw material pays cash for it. The manufacturer 
who makes the first change is a little more lenient in 
his terms but just as strict in his expectations of his 
adherence to the terms. In other words, he considers 
that the time he grants for discount starts the day the 
shipment is made and the bill of lading delivered. As 
a consequence, he is paid for his product in many in- 
stances before delivery is made by the transportation 
companies, otherwise discount is not allowed. The 
goods belong to the consignee when they are shipped. 
This must be passed on and I believe that it is going 
to be necessary for the manufacturer to expect the same 
strict adherence to terms from the retailer as is expected 
of him when he buys his leather and most other ma- 
terials. This means no change in terms but a change 
in the understanding of the terms. 

This principle applies to the matter of claims for 
shortages and losses. The manufacturers have been 


disposed to take the responsibility for claims for a few 
pairs short in shipment to a retailer, when the retailer 
makes a deduction at the time when his bill is paid. 
This has improved greatly in the last few years but 
there are some retailers today, who do not consider that 





the full responsibility of shipment rests with them from 
the time a bill of lading is issued. 





The Home of Loxsol 


“Loxsol” fibre soles, and “Loxsol” heels, have be- 
come well recognized factors in shoemaking, and are 





being produced in the factory. here shown, by H E. 
Locke & Co., Boston. 





Bottoming Children’s Shoes 


Children are hard on the soles of their shoes, and 
buyers who look for real value will find it advantageous 
to consider the new improvements in methods of bot- 
toming children’s shoes. 

The turn process, a standard method for bottoming 
shoes for children, has been much strengthened by the 
use of heavier soles. The improvement has come about 
with the grading up of children’s footwear in American 
stores. 

Some buyers of shoes who look for long service in 
children’s shoes always select McKay shoes. They are 
economical, of course. The McKay processes have 
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P. J. Harney Shoe Co. 
Factory, Lynn, Mass. 


Boston Office 
183 Essex Street 








High Quality Shoe 
Laces for the Manu- 
facturing Trade. 
Write all Samples 
and Pri 


J.& B. SALES co. 
470 Park Ave. 
orcester - - Mass. 








W.C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany Bld., Boston 


New York Office, 127 Duane St., Room 32 
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COP OC OCOH CODE EOEEE SEs 











GUARANTEED 
HUB TWO inom 


Hub Go: eans Quality 
rw -  beonaes the pond 
Materials: ontt Highest Skilled 


BOSTON — NEW woes OFFICE 
52 Chauncy S Broadway 

















The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords -— Bals 
—P ‘olish—— Button Thee 

Ties — Points 
pases Front Oxfords — 


ete. 
Women's Flexible Welta 
and McKays, and Warm 
Lined — Men's Slippers 
‘Fengeon wae..| Ine, 











Women’s McKay and Welt Shoes, Stylish 
at all oom and values that stand alone 
at their prices. 

Cotter Shoe Co. - - Lynn, Mass. 
m, 212 Essex St. 











MONITOR SHOE CO. 
66-68 Reade St. 
New York, - - N 











The Easiest Selling House Shoes 
9 
Large 
— wand” 
Stock 
a wus COMFORT *™ 


Lane Brothers Co. aciarcee) Ave. Boston 








HENRY LILLY CO. 
88-90 Reade Street - New York 


The Only Exclusive 
Shoe Auction House 


been much improved partic- 
ularly by the new lasting and 
levelling processes, which pro- 
vide for a smooth insole in Mc- 
Kay shoes. The improvement 
in women’s McKay shoes, with 
which many buyers are already 
familiar, is paralleled by im- 
provement in McKay shoes 
for children. 

Welt shoes are the refined 
grades of children’s footwear. 
They have two soles, an inner 
and outer, and can be easily 
and neatly repaired. They are, 
of course, flexible, and flexibil- 
ity is much desired in chil- 
dren’s footwear. 

Heavy shoes for boys are 
made with two full soles, lock - 
stitched together, and loose 
nailed to the shoe. Such soles 
as these are stiff, but they 
are about as long wearing as 
there is. They are something 
like the new trench shoes 
which are being made up for 
the army. 
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Colored 
Chrome 





Beggs & Cobb, Inc., Boston, Mass. 








“TANDARD KID 
“TRUE TO ITS NAME 
IT’S STANDARDIZED 
Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 






STARDARD| 
_K " D 











CASH for your 
EXPORT GooDs: ! 


Shoe Manufacturers Get in Touch 
with Us 


INDEPENDENT JOBBING CO., Inc. 
148 State St. - - - - Boston 








The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 











SHOE CUTS 


ENGRAVING 
CATALOGS 
We Specia 
eat rs 
JOURNAL ENGRAVING CO. 
257 Washington St. - - Beston 

















, Py Wt 
Designs& Plates 


or every purpose 
of the advertiser~ 
Wel Semmes St. BOSTON. #ASSy 














<> 


THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for —_ of 
our Special Printing Service f 
the Boot and Shoe — 
201 South Street, Boston, Mass. 
Telephone Beach : 4960—4961. 





CATALOGUES 
Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STRFRT, BOSTON 
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Keds 


The Highest Standard of Q0 


Quality 


in Canvas and Rubber Soled Shoes 


Keds stands for unusual 
quality — unusual style 
—unusually good ma- 
terials and workmanship 
—unusual comfort and 
real economy. 


All this we have taught the 
public to expect from 
Keds—something 
they could not be sure 
of getting if “they 
simply asked for ten- 
nis shoes.” 

This season we are 
going to reimpress them 
even more decidedly by our 
great campaign of national- 
ly circulated magazine ad- 
vertising. 

People who tried Keds last 
year will want Keds again. 





Their friends will follow their 
advice and buy Keds. 
Thousands of others will 
obey the impulse of Keds 
advertising. 

Many will come to your store 
for Keds. 

Last year we received 
an average of more 
than 500 letters a day 
asking where the 
writers could buy 
Keds. This business 
should come direct to 
you. It’s business we want 
you to have. 

Therefore, take steps now if 
you haven’t already, to be 
the Keds headquarters in 
your locality—and be in line 
for the full profit of the great 
Keds advertising campaign. 


- Remember—Keds Are Made in Three Grades— 


“National” —“Campfire” — 


“Champion” 


UNITED STATES RUBBER co. 


NEW YORK 
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The Rubber Realm 


Weekly Market Review Covering Rubber Footwear and Allied Lines, 
Rubber Supplies and Prices 


BOOT AND 

SHOE BUSINESS 

Every Factory With every rubber footwear manu- 
Full of Orders facturer sold up to the entire capac- 
ity of his factory away into the fall or winter, and his 
force of workers being depleted as the demands of the 
draft call out his workmen, while the calls for army 
footwear insist on precedence, the entire rubber foot- 
wear industry is in far from a comfortable position, 
with little prospect of betterment in the immediate, or 
in the far distant future. 


Workers Wanted in 
Rubber Industry 

Every factory is advertising for workmen, both ex- 
perienced help and learners are wanted, and few fac- 
tories can turn out full capacity of which their working 
space and mechanical equipment are capable. Under 
such circumstances, many companies limited the 
amounts of orders they would accept from their regu- 
lar customers, and some of them will find it difficult to 
fill even these limited orders in full, unless more help is 
forthcoming. The workers are earning good wages, 
and the tickets are large, but there is no prospect of 
any over-supply of rubber footwear next season, even 
if the winter is a mild one with less than the average 
demand. 


OUTLOOK FOR 

TENNIS LINES 

Will Be in Better’ ‘The tennis situation is in much 
Demand Later the same condition as previous- 
ly reported. The jobbers are receiving goods right 
along, and are shipping out early lots. The weather 
has not been favorable to early retail sales, except in 
some small sections of the South, but there is no doubt 
of more seasonable temperature in the near future, 
though the retail demand is hardly expected before 
June 1. 


Bigger Orders for 
the Finer Grades 

The factories are running well up to capacity, and 
the notable thing is the heavier proportion of orders 
for finer qualities. People will want comfortable sum- 
mer footwear, and they are earning good wages, and 
can afford to buy these finer lines. But there is always 
a demand for the regular cemented tennis lines, espe- 
cially in women’s and boys’ and girls’ sizes, and with 
the advent of warm weather there is sure to come the 
regular demand as in previous years. 


THE CRUDE 

RUBBER MARKET 

Moderate Business The crude rubber market con- 
With Good Supplies tinues about the same as a . 
week ago, with a moderate demand, and fairly good 
supply. The spot stocks, however will not last many 
weeks and the transportation problem is still somewhat 
unsettled with plentiful supplies at western ports. 
When these stocks are delivered, either to the mills or 
the brokers, there will be a plentiful supply for present 
needs. There is little change in either spot or forward 
prices, with first latex and fine up-river Para about on 


‘a parity in spot, though the uncertainty of receipts from 


South America, owing to the commandeering of steam- 
ers, is likely to enhance the quotations on Brazilian 
grades. We quote spot prices: First latex pale crepe, 
60c, smoked sheets, 57c; brown crepe, 48c; upriver fine 
para, 60c; islands fine, 54c; upriver coarse, 48c; islands 
coarse, 23-23%4c; caucho ball, 34c for upper, 32c for 


. lower; cameta, 23 to 24c; centrals and Mexicans, 35 to 


38c; guayule, 27 to 30c. 


DEMAND FOR 
SCRAP RUBBER 
Trade Lags and ‘There is little change in the scrap 
Prices Are Easy rubber market, the spring collec- 
tions not yet making any appreciable effect, mainly, it 
is claimed, because of the difficulty in securing trans- 
portation. Reclaimers are but moderately busy, and 
deliveries are overdue, and all factors taken into con- 
sideration, little change is expected. But should the 
crude rubber market advance, or.a heavy demand for 
reclaim, prices of scrap must rise, while, per contra, if 
receipts increase as they usually do at this season of 
the year, prices must soften still more, and those col- 
lectors who have hoarded stocks, or who have been 
obliged to hold because of transportation difficulties 
stand to bear some losses through decline of prices. 
Dealers are offering 814 to 8'%c for scrap boots and 
shoes, and 6% to 6%c for trimmed arctics. Untrimmed 
arctics quoted at 5% to 5%c. Collectors’ offers for 
small lots are at a discount from these quotations. 





Rubber soles are in increasing demand in England 
and as it is becoming more and more difficult to obtain 
adequate supplies of the better class of molded soles 
this has led to an increased sale of the cheaper kind 
in sheet form, which costs around 3lc a pair for chil- 
dren’s soles, 43c for women’s and 56c for men’s. The 
repairers are using many of these in place of the higher 
cost leather, attaching them by stitching or riveting. 
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AZTEC CALF 


Favorably known as a high quality 
leather that is especially adapted 
to summer shoes—for the reason 
that the pores of the hide are left 
open in the tannage, thus insuring 
perfect foot breathing. 


This leather also will not chip and 
takes and holds an unusually bril- 
liant polish. 


VIKING CALF 


A specialized winter leather—close 
grain, non-absorbent and enduring 
—universally used and universally 
liked by the best manufacturers. 
This also takes a bright, lasting 
polish. 


You can’t go wrong on these 
GALLUN Quality leathers. Speci- 
fy them on your next order. 


A. F. GALLUN & SONS 
MILWAUKEE, WIS. 


H. A. ELY, MANAGER 
11 East Street 





Boston 
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38 Salesmen Are Showing 
Complete Lines 





FOOTWEAR 


including 


A Complete Line of Men’s, Boys’ 
and Little Gents’ Army Bluchers 


Growing Girls’, Misses and 
Children’s Lines that 


Are Winners 


READY FOR DELIVERY 


Stock No. 80—DMisses’ Cocoa Hi Cut Polish, English 


mmm mi mm TT 


NR PIII ons 55s bie ooh ones $2.50 
Growing Girls’ Cocoa Hi Cut Polish, 
English Last, 214-7........... $2.85 


Sample Offices: Sample Offices: 


eae Victor Shoe Company as a 





708 Central Bldg. Graham Bldg. 
Albany, N. Y., 2 Philadelphia, Pa., 

62 Hudson Ave. 212 214 Summer St. 44 North “ : ie . 
Louisville, Ky., TON. MASS. Norfolk, Va., 

18 Kenyon Bldg. BOSTO 114 W. Plume St. 
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What is Excellent, as God Lives, is Permanent” 
said Ralph Waldo Emerson, Sterling American, poet, essayist and Great [fF 
Philosopher, probably the greatest thinker the republic has yet produced. (i 


This phrase applies with striking force to our shiny leathers, built on the (ii 
right foundation and maintained at a high standard of excellence. 


RETAILER, do you appreciate what these facts mean to you in having | 
these shiny leathers in your shoes? Itjis a permanent business builder NE 
if you see to it that Sterling Colt and Sterling Kid are ordered in your 


Sterlitg Golt — Sterling Kir 


BRISTOL PATENT LEATHER COMPANY, BOSTON, MASSACHUSETTS 
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Stock No. 130 


The Foremost Selling Pattern in a 


New In-Stock Oxford 
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MMT 


Very graceful pattern, perfect in its 
fit. Cherry Red Brogan Bal Oxford. 
Recede toe and lapped heel seam. 


* 4 
Price $5.50 
Sizes AA 714 to 11, A 6 to 11, B 5% to 11, C and D 5 to 11. 


Our new Spring Catalogue 
shows 31 styles in stock. 
Have you had a copy? 


E. T. Wright & Co., Ine. 


ROCKLAND, MASS. 
New York, Marbridge Bldg. 
San Francisco, Pacific Bldg. 








. 183 Essex St. 
, Washington Arcade. 
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The Saleaman 
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Says: 
oes **‘Our factory is making 


more lace shoes today 
than ever before, because the prevailing 
short skirt demands an extra smart fitting 
shoe from the ankle up, and lace shoes 
are the only kind that ensure perfect fit. 


**As a shoe merchant, the big factor you 
must bear in mind is efficient store ser- 
vice. Shoes that have to be altered and 


_ adjusted waste the time of your sales force 


and get on your customers’ nerves, and if 
these alterations are not carried out ‘just 
so,’ you losé your customers. Lace shoes 
make for quick sales, quick service, con- 
tented customers,. contented salespeople, 
and bigger profits. ”’ 


United Fast Color Eyelet Co. 


Boston, Mass. 









April 13, 1918 
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Daniel Green 


Comly 


Daniel Green Felt Shoe Co. 


ANNOUNCES THE 


REMOVAL 


OF ITS 


New York Salesrooms 


TO 


Madison Avenue Building 
25 Madison Avenue 


SIXTH FLOOR 


Where You Will Find a Complete Display of the 1918 Line of Daniel Green Products 





Daniel Green Felt Shoe Co. 


Stock Department Will Be Continued as Heretofore at 116 East 13th Street 
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REG. U.S. PAT. OFF. 


LACES 


They Sell on Sight— 
and Why Not? 


The Cordo-Hyde lace is totally unlike any other 
lace—a new found material, capable of resisting 
wear. 
Cordo-Hyde has nothing in common with the 
ordinary fabric lace—it is in no sense a substitute 
for leather—it is a scientific answer of what a 
shoe lace should be. 
Cordo-Hyde will outwear many pairs of any other 
lace. 
Cordo-Hyde excels the leather lace, for as a 
manufactured product it has uniform strength and 
it positively stays tied. 
Cordo-Hyde has the look and feel of leather— 
blending with and looking a part of the shoe. 
Cordo-Hyde can be dressed with the shoe and 
“smartens” with polishing. 
Get the Special Display Box in your store where your 
customers will see it. 
This box contains one gross—40-inch length round laces, 
18 pairs each, black, tan, mahogany and cocoa. 
It will be sent you, charges paid, for $6.00. 
Samples and price list if you prefer. 


O. A. MILLER 


TREEING MACHINE CO. 


BROCKTON, MASS. 
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that you need it 


. the 
HANDY LACE 
TIPPER 


does the Work for You! 
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Half Size. Pat. July, 1917 


If the lace on your customer’s shoes is too 
long—snip!—you cut it to the required 
length, insert a clip into the jaws of the 
machine and press, and you have practically 
a new lace. Thousands of times a year you 
will use this handy little article—each time 
with a fuller appreciation of how much it 
means to you. 
It retails for $3.75 in U. S. A—two hundred 
tips included. 

‘ A box of fifteen hundred assorted tips in 
three colors is yours for $1.00 in U. S. A. 







Why not order one today—Do it 
through your findings jobber 


World Supply Corporation 


1476 Broadway (Longacre Bldg.) New York, N. Y. 
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ERITA 


[FATHER CLOTH 





E are headquarters for leather substitute 
materials for boot, shoe and slipper | specialties for 


Insoles, 


The 
Leading 
Leather 
Substitute 


manufacturers. 
Meritas Leather Cloth can be had in every 
weight, grain, color and finish required by 
manufacturers of quality goods. 
The Meritas Leather Cloth trademark on the 
back of the goods is our guarantee—look for it. 


Samples on Request 








Bindings, 
Vamps, 
Uppers, 

Stock Lining, 

Box Toe 
Lining, 

Toe Tips, 

Facings and 
Trimmngs. 








The Standard Oil Cloth Co. 


INCORPORATED 
320 Broadway Dept. L. New York 








GETTING MORE FOR LESS 


is possible if you do business with 
the right firms. We can save you 
25 per cent on your insurance costs. 
See us about it. 


FITCHBURG MUTUAL 
FIRE INSURANCE CO. 


FITCHBURG, MASS. 


The city of 141 diversified industries, 
99% of which are locally owned 


—IMPROVE YOUR 
| SHOES ON DISPLAY | 








MAKE YOUR SPRING 
BOOTS LOOK ATTRACTIVE 


The Invisible Top-Tree 


WILL DO IT FOR YOU 
AND SAVE TIME 

















Absolutely Fireproof 


Hotel Chelsea 


West wees ae ut Seventh Avenue 
FREE SAMPLES ON REQUEST CITY 
2 500 ROOMS EUROPEAN PLAN 400 BATHS 
ORDER BY NUMBERS Room ——- adjo' bath, $1.00 and $1.50 
f one : Room with jy hy 
No. 8 For Open Form or No Form. p i mites b Breakfs wid ee . 00 and upward 
ee Club Breakfast, 25c up. §; Lunch: 50c 
No. 6 For Closed Form. , Table d’Hote ieee, 75c up. Cafe ~ ope oe] rail 


No. 4 For Men’s Shoes Only. To Reach Hotel Ch 


‘ From Pennsylvania —e! Seventh Avenue car south to 
MAN UFACTURERS Fourth , car south to Twenty-thir 


eading, Baltimore & Ohio, Jerse 
Central and Lehigh Valley R. R. Statio: Ob, Jey 
b mer yf ree treet crosstown car east to Hotel Chelsea. 
Piers foot West Lh pong third Street, 


James N. Mayhew Company 


Minn 4 ; — -. Twenty- Street 
eapolis, Minnesota, U S A WRITE FOR COLORED MAP OF N NEW YORK 
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We Are Over Stocked 
On Cretonne Slippers 


And in order to move some of 
them, we will Consign to you on 
60 days’ Sale whatever you want 
in 36-pair lots or over at 80c, 85c 
and 90c, at regular prices. 

They come in 5 Colors, Pink, Blue, 
Lavender, Green and Wine, or will 
sell them outright at 


Women’s, sizes 3-8........... $.75 
Miceses’, sizes 11-2........:00- $.70 
Children’s, sizes 8-11......... $.65 


A Beautiful Summer Slipper 
You Run No Chances 
We Take Back Those Not 
Sold—if in good condi- 
tion on consignment offer 











American Shoe Polish Co.’s 
Pippin White 
A Large 6 oz. Bottle. 

Good for all white shoes, canvas, 
kid, buck and nubuck. 

Our Sale Price $1.50 doz. net 
in Gr. Lots $18.00 and 5% 
Terms. 


This Number Retails for 
25c to 35c. 


Our Spring Lines 


of Laces are complete in English 

Styles. Hight cuts and Oxfords 

from 27 in. to 10-4 lengths. 

Rounds, Flats, Nubraids and 
Silks. 


- 
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Mrs. King’s 
Patent Colt 


1 Strap Mary Janes 
IN STOCK 


at 25c per pr. under prices today. 
This offer good for April only 
and subject to previous sale. 

Infants’ no heel, No. 900, 2-5, $1.10 pair 
Infants’ wedge, No. 905, 4-8, $1.30 pair 
Childs’ wedge, No. 910, 844-11, $1.55 pair 
Misses’ wedge, No. 915, 1144-2, $1.90 pair 


Order At Once 
May Ist Dating 





Polish Specials 


On which you can make money 

in spite of high prices today on 

all polish lines. 

A Paste, a Liquid and a Cream for 

Two Tone and White Shoes. 

Saving you 50% on prices 
of today. 
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Special Offers 








A Special Lot of 
Solid Leather 
All Kid Shoes 
In Three Runs for this April 
Sale Only. 
Vici Kid Patent Tip 


No. 110, sizes 2-5 —No heel, 72%4c 


No. 210, sizes 3-544—Outside, 8244c 
Wedge 


No. 310, sizes 5-8 —Outside, 9244c 
Wedge 


Sell Regularly at 
85c, 95c, $1.10 


ORDER SAMPLES 














EVERYTHING 


FOR THE 


SHOE STORE 











‘SEND FOR SAMPLES 


‘La France Polish Co.’s 
Virginia White 
Cake 


A Large 4 oz. Cake in attractive wood 
box. Especially good for Buck, Nubuck, 
Canvas, Our Sale Price $1.25 Doz. In 
Gross Lots, $14.00. A Regular 25c Re- 
tailer. 
Queen City 
White Canvas Cake in attractive Tin 
Boxes. Regular 10c Seller. Our Sale. 
Price 60c Doz, or $6.00 per Gross. 
Paramount French Cream 

Regular 25c Seller for all White and Col- 
ored Kid Shoes. $2.00 Doz. $21.00 Gr. 


Special Introductory Offer Includes One 
Handsome Foot Rest with Each Gross. 


Barefoot Sandals 
and 
PLAY OXFORDS 
at Bargain 
Prices 


THE RUPP & WITTGENFELD CO. 


304-306 Main St., 


CINCINNATI, OHIO 
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100: Years. Good Sh s 
“MARY JANE’? PUMPS 


YOU STILL NEED THEM—WE STILL HAVE THEM 


IN STOCK 


EVANS 
Sy npae® 


TURNS ONLY. - 
EITHER STYLE, NO. 32 
PATENT “ANKLE STRAP” 


NO. 33 — 
PATENT “MARY JANE” 
Sizes 2%4-7, B-C-D. $2.35 Sizes 2%4-7, B-C-D. 


L.B. EVANS” SON co. 











SOREEEEGRGRGRGRGGDGROREROOGRGCRGRERGRCROQERRGRRCRRGORORORGROEORGROGOGRROORRRRRREES 


Are You Shoeing Enough Feet 
to Make Your Businessa Success? 


You may have a good store, a splendid stock, a 
fine sales force, reliable styles and reasonable prices 
BUT what's the use of it all if the people who wear 
and buy Shoes don’t know of you and your store ? 


You've Got to Advertise 


—but don’t worry. The Merchants Business Build- 
ing Shoe Service furnishes you with cuts, copy, feature 
THIS IS KIELY stunts, including the copyright monthly Shoe Fly 

feature, together with sales’ suggestions that will tell 
you definitely how to get the greatest results with the 


They Come to You Clean least. cost. 


, a ‘ This is an exclusive Shoe Service for one merchant 
HE fi h he Kiely f - 
| ae ae cee ae ee oe in each town. Pin this ad to your letterhead and 


marks is the cleanliness of the place—the ab- 
sence of grease or dirt, anything that would mar send for full free information NOW. 


the beauty of the product. 

None but white shoes are made and the whole 
machinery of organization—human and mechanical 
—is geared to the turning out of the cleanest of 


white footwear. 
Kiely’s product comes to you clean—it has never 


been soiled. 


T. J. KIELY & CO. 


McKays and Welts 
Lynn - - - Mass. 


NON-CROCKABLE LININGS 
ill not stain the hosie 
agg es New Shades cae + ge 


sent upon request 
New York Office, 16 Spruce Street 
, & Co 
—— axa ms 5 _ : Write fer eur 
Trostel Leather Company catalog 
22 Andrews St., Rochester, N. Y. and prices 


Cincinnati Office 
Powers Building 


8th Street 
No. 186 


“Traugott Schmidt 6 Sons Sa ata TS Cm Se. 









































April 13, 1918 BOOT AND SHOE RECORDER 














When a White Shoe comes into 
your Store — get down a Case of 








The WHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“*Blanco’ keeps White Shoes White” 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 
shoe to put it on. 


It Whitens; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 
in a moment. No trouble, no “ messiness.” 


Clean and Handy. 


You don’t have to stock “Blanco,” 
ou just sell it —or rather, it sells itself ! 
Blanco’ means good profits and quick profits. 


Ask your Jobber for Supplies. 


LANG? 5S rrr 
ees | OSEPH PICKERING & SONS, LTD. 


_ZZ SHEFFIELD, England. 
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ee 
ms MARSHALL’ SAMPLE TRAY 


THE LINE WITH A RECORD FOR RESULTS 


y 


“Keep the 
Home Fires 
Burning” 


to 
t popular with a cer- 
tain class of trade. 











C:S*MARSHALL:*: COMPANY 
BROCKTON , MASS. 


— 
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MIRRORS 
That Are Practical 


as well as Attractive 


Get Your Orders in 
EARLY 


FOR 


FELT SLIPPERS 
and BOUDOIRS 


Our mills advise us that they will take no more 
orders for 1918 delivery. 


Streit furniture satisfies 
the most critical. Send 
for illustrated catalog 


C. F. Streit Mfg. Co. 
1047 Kenner Street « 
Cincinnati Ohio 











Shortage of material, difficulty of manufacture and 
heavy advance orders are responsible for these 
conditions. quality shoe laces for 
every requirement 
le rhe ctr ne 
le or 
pales j 


Finished with Nufashond 
Fabric io Tipet pe (potent conlins applied 
leven roof, 
ess, water-p' cake 
pull off. 
| pana and particulars 


Narrow Fabric Co. 
Reading, Pa. 


We have good supplies under way but we do not 
know how long they will last, so we suggest early 
buying. 


Write for prices, samples and details. 


LAING, HARRAR & CHAMBERLIN 
43 N. Third St. Philadelphia 
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St. Louis Letter 
(Continued from page 75) 


sort. Gray patent oxfords and likewise brown patent 
oxfords are included in the noveities. Single tones are 
in best demand, with some call for subdued duo-tone 
combinations. 








Active Worker on 
Unification Board : 

George Warren Brown, Chairman of the Board of 
the Brown Shoe Co., Inc., is taking an especially active 
interest at the moment in the meeting and work of the 
Joint Commission of Unification, which has been in 
session in St. Louis this week to consider means and 
methods of uniting the Methodists of the North and 
the South churches. Mr. Brown is a member of the 
commission for the Methodist Episcopal Church and 
has devoted considerable time during the past year to 
work in connection with the objects of the joint 
commission. 













International Workers 
Buy Liberty Bonds 

The employees of the International Shoe Company’s 
plant at Hermann, Mo., Saturday morning last, after 
an address by a young woman recently from Germany, 
subscribed for $5000 of Third Loan Liberty bonds, and 
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promises were made to increase the subscription. The 
speaker was Miss Mathilde Dallmeyer, daughter of a 
retail merchant of Jefferson City, Mo., who is vice- 
chairman of the Liberty Loan organization of Cole 
County, Missouri, within which Jefferson City is lo- 
cated. She was in Berlin when the war broke out, 
and for some time thereafter, and in her address told 
in graphic terms of some of the brutalities of the in- 
vasion of Belgium, of which she had direct knowledge. 


WILLIAM KAUT 
INCORPORATES 


Plans to Begin Juvenile The incorporation of a 
Shoe Production $75,000 shoe company is 
announced from Carthage, Mo., where William Kaut, 
recently withdrawing from the Kaut-Reith Shoe Co., 
has been engaged in the formation of a new company 
for the manufacture of juvenile footwear. A citizens’ 
organization has raised a $20,000 bonus for a factory 
and will erect a factory building, which, with the site, 
will be worth $35,000. This is to become the property 
of the company in 10 years if the plant remains in 
continuous operation during that time, and if it also 
during that time pays out in wages, exclusive of officers’ 
salaries, not less than $600,000. The factory will be 
three stories, of brick and stone, with 50x100 dimensions 
and two 40-foot wings at the front and back. 












FOR LITTLE TOTS 








Many Years of Fair 
Dealing is Back of 
This Line 








(TRADE MARK REGISTERED) 





































GRIEB SHOE MFG. CO. 











531 MARKET 


OOK into the future for a minute and see what 
the juvenile department will be unless steps are 
taken to market values for which no apologies 

will be necessary. “Grieb” shoes are the kind that 
expand business. Dealers North, East, South and 
West are lining up on the “Grieb” basis, Write for 
stock style catalogue. 


WHITE BUCK 
34 Infants’ Sandal, Four Bar, No Heel, Plain, Turn, D, 1-5. ..$1.20 
134 Children’s Sandal, Four Bar, Wedge Heel, Plain, a 2 
234 Children’s Sandal, Four Bar, Extension Wheel Edge, Spring 
Plain, Turn, C-D, 8%4-11 tbdtbibhindateaphedadened $1.75 
334 Misves’ Sandal, Four Bar, Extension Wheel Edge, Low Heel, 
Ps OA, Crt, BSG 6 6 60.06 5.b56.505es0csiabhnrahecoees $2 2.00 
38 Infants’ Sandal, Cross Strap, No Heel, Plain, Turn, D, 1-5. .$1.20 
138 Children’s Sandal, Cross Strap, Wedge Heel, Plain, pawe » 
238 Children’s Sandal, Cross Strap, Extension Wheel Edge, omit 
Heel, Plain, Turn, SE earn ro ee. 

338 a Sandal, Cross Strap, Extension Wheel Edge, Low Heel 
Ps I I BSS oc odhcidccre 0da00 bbs obssnqaseees = 
39 Infants’ Sandal, Mary Jane, No Heel, Plain, Turn, D, 1-5.. 
139 — Sandal, Mary Jane, Wedge Heel, Plain, 
239 Children's Sandal, Mary eat Extension Wheel Edge, Spring 
Heel, Plain, Turn, Pe COMER icccnbedabsecnsdascceenecee $1.60 
339 Misses’ Sandal, Mary ant g Se Wheel Edge, Low Poe 

Plain, Turn, C-D, 11%4-2. $1. 


PHILADELPHIA, PA. 


Factory, Palmyra, Pa. 





Oem meee eee eames ease eeeeeene 


STREET 
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page per issue: 
Space 1 time 


eer . $4.00 


7 times 


$3.00 


litt S 





eee 15.00 12.00 





SALESMEN WANTED 


“Recorder” rates for space less than one-eighth 


13 times 
$2.75 
Zinch ....... 8.00 6.00 5.25 
Sinch...... .12.00 9.00 7.75 
10.00 


Payment in advance is required, except when regular advertisers, as amounts are too 


TIT I I iii 


Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each 
Minimum amount accepted, sixty cents. 
For other ‘“‘Want”’ advertisements, five cents per word for 
Minimum amount accepted, 
Ads. under this heading will be received up to five o’clock 
Tuesday, P. M. When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire replies for- 
warded direct to their address, each word of the address must 
be counted in the advertisement and paid for accordingly. 
Answers to ads. must be sent under letter postage. 


insertion. 


26 times 52 times each insertion. 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 


small te open accounts. 


April 13, 1918 





ne Dollar. 














HELP WANTED 












HELP WANTED 





ANTED—Salesman calling upon shoe finding, 
cobbling and repair trade, to take a profitable 
side line upon a commission basis, throughout the 
South and East. Address A2047, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WANTED—In store of good shoes in Washington, 
D. C., retail salesman with at least 10 years’ 
experience in fine shoes and over draft age. Apply 
by letter, stating age, whether married or single, 
years of experience and with what firm or firms, how 
long with each if more than one, and what pay 
has been for 10 years. Address A2045, Boot and 
Shoe Recorder, Boston, Mass. Applications will be 
held in strict confidence. 





ALESMEN WANTED—For all States, specialty 
line Women’s Comfort and Corrective Shoes, 
twelve samples, Goodyear welts, 6 per cent com- 
mission. ddress K, Box 468; Haverhill, Mass. 





WANTED 
SALESMEN 


To sell shoes at retail, in both men’s 
and women’s department — young 
men preferred, also men from 
smaller or medium size cities pre- 
ferred. Apply to Chisholm’s Walk- 
Over Boot Shop, 1140 Euclid Ave., 
Cleveland, Ohio. 














POSITION WANTED 





POSITION wanted by young married man as sales- 
man or manager in good shoe store, 11 years’ 
experience, first-class reference, permanent position. 
Address A2046, care Boot and Shoe Recorder, 
Boston, Mass. 





OUNG MAN, 23, exempt, large following in 

shoe trade, desires position with manufacturer. 

Address K44, care Boot and Shoe Recorder, 127 
Duane St., New York. 





I Want Every Manufacturer 
of Women’s High Grade Shoes 
to Read This 


Don’t you need an assistant for your Style 
and Sales Managers? Think it over. A- 


2048, care of Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





















stenographers and typewriters. 


omen especia 
are encouraged to undergo instruction at once. 


at Washington, D. C., at any time. 


higher salaries is reasonably rapid. 


blanks address the U 





STENOGRAPHERS AND 
TYPEWRITERS WANTED 


MEN AND WOMEN 


The United States Government is in urgent need of thousands of typewriter operators and 
All who pass examinations for the departments and offices at Wash- 
ington, D. C., are assured of certification for appointment. It is the manifest duty of citizens with 
this special knowledge to use it at this time where it will be of most value to the Government. 
ially are urged to undertake this office work. Those who have not the required training 


Examinations for the Departmental Service, for both men and women, are held every Tuesday, 
in 450 of the principal cities of the United States, and applications may be filéd with the Commission 


The entrance salary ranges from $1,000 to $1,200 a year. Advancement of capable employees to 


Applicants must have reached their eighteenth birthday on the date of the examination. 

For full information in regard to the scope and character of the examination and for application 
Civil Service Commission, Washington, D. C. 
U. S. Civil Service Board of Examiners at Boston, 
Atlanta, Ga.; Cincinnati, Ohio; Chicago, Ill.; St, Paul. Minn.; St. Louis, Mo.; New Orleans, La.; 
Seattle, Wash.; San Francisco, Cal.; Honolulu, Hawaii; or San WOH Porto Rico 


President, U. S. Civil Service Commission, Washington, D. C. 


.. or the Secretary of the 
Mass.; New York, N. Y.; Philadelphia, Pa.; 


N A. McILHENNY, 











LINE WANTED 


FOR SALE 





Goeop live shoe man, age 32 years, wants a good 
line men’s or women’s shoes in Mississippi and 
Alabama. Will assure good business if I get the 
right line. Address Box 265, Aberdeen, Miss. 


WANTED— Factory line shoes for Pennsylvania, 
Ohio, West Virginia. Can give good refer- 
ence. Address A. Kabana, 1031 Washington St., 
Braddock, Pa. 


WANTED—Line of women’s McKay and welts 
or turns for retail trade in Pennsylvania, New 
York and West Virginia. Stock proposition pre- 
ferred. Address A2042, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. , 











Manufacturers of 
Women’s Nice Shoes 


I want a line next season for the South 
where I am selling to the larger cities 
mostly. Retail and wholesale experience, 
and can furnish references. A-2049, care 
of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











FOR SALE 


DAFTED and must sell our shoe stock, fixtures 
and four-year lease at once, at a reasonable 
price. This is a reliable stand; for the past 28 
years a shoe store. Address Tigler Bros., 403 Spring 
St., West Hoboken, N. J. 








SHOE STOCK FOR SALE 


$18 000 WORTH of general shoe stock to be 
> sold in bulk. This stock was adver- 
tised for sale on March 7th, but as I met with 
an accident and was confined to the hospital, stock 
was not sold. Will be disposed of at private sale 
as quickly as possible. Wm. J. Hamilton, 562 So. 
Salina St., Syracuse, N. Y. 





WANTED TO PURCHASE 

































CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
—_ We will 


Max Kalter Mercantile Co. 


100-102-104 Grand St. New York City 
Phone Spring 94138 
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Tilles to be Associated 
With Nugent Store 


Roy E. Tilles, secretary and treasurer as well as re- 
ceiver of the Lindell store, which was sold out at auction 
by order of the United States District Court this week, 
has completed arrangements to associate himself with 
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New Association 
Officers Installed 


The installation of the new officers of the Associated 
Shoe Retailers of St. Louis has been effected, and they 
are now in charge of the affairs of the organizations 
which will set at work immediately to prepare for the 


the department store of the B. Nugent & Bro. Dry 
Goods Co. The store, which has 70 departments, will 
be subdivided into four general departments, of one 
of which Mr. Tilles will have charge. Mr. Tilles was, 
before associating himself with the Lindell store, head 
of the shoe department of the Stix Baer & Fuller Dry 
Goods Co. About 100 employees of the Lindell store 
have been taken over by the Nugent concern since the 
Lindell’s doors were closed. 


National Association convention to be held in St. Louis 
next January. President Jos. J. Sensenbrenner takes 
the chair for a second term, with Fred Huelsman as 
first vice-president; O. H. Zuckweiler, second vice-presi- 
dent; Arthur E. Ebbs, secretary; J. A. Hutcheson, treas- 
urer, and F. H. Weber, C. C. Williams and H. W. Wayne 
as directors for a three-year term, six others holding 
over under the by-laws. 





MISCELLANEOUS 


T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 


WANTED TO PURCHASE WANTED TO PURCHASE 


ANTED and needed—Machine shoe repair sho 
s if and pay highest cash price 


in county seat town—no shop in county. Ad- We buy quick 
dress J. H. MacFarlane, Secretary Commercial Club, for retail and wholesale stocks of shoes or 
any other merchandise. 


Shelby, Montana. as alae. 
For 80 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
"Phone, 2328 Williamsburg 


=== Bicycle 
MISCELLANEOUS F gene, STEP 
| , LADDERS 


yD 0 Wooden Soled Shoes are made 
Par ogi, Sol sna Rk face alien aaa 
Qarve makes walking or. Li . - ae es styles and 
builders and big money ™m to fit all 
kinds of 

shelving. 





























We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, . 
Closeouts : 


NO QUANTITY TOO LARGE 


We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


WeteutBesuspae 
Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or whole- 
sale. Short term leases taken off 
your hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
520-522 eae ey New York, 


Phone Spring 6680 
We also purchase clothing, 
hats, furnishing goods, etc. 





Yale slippers. Write for 
s WORKO MFG. CO., 
Racine, Wis., Dept. 200 


























3 Now In Use 


Milbradt Rolling Step Lad- 
ders be: used 





ject to approval and sat- 
isfaction guarant 


ZS Write for catalog showing 


Milbradt Ladders suited for 
every kind of shelving. 


Milbradt Mfg. 

Company 

2410 N. 10th Street 
St. Louis, Me. 








No matter what policy you may pursue : 
in selling to the shoe trade, nevertheless, : = —~ I= Se 1 -l ee 
you need the “BOOT AND SHOE ASHLAND EF AY TOOLWORKS N 
RECORDER” all the time. 




















100 


the siget t fitting, for the ri 
The chief purpose of the “* 





Member of Associated Business Papers, Inc. 


‘BOOT AND SHOE RECORDER 


ht price, at the right rofit. 
oot and Shoe Recorder’”’ is to hel 
depends the progress of the entire allied industries relating to cheat 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
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THE RECORDER CREED : 


Member of the Root 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
Entered at the Post Office, Boston, Mass., as second class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Getting More Shoes Sold hee gu not only “‘more”’ but “‘right”’; sold for the right pur; 
This is the great problem of the retail shoe merchants. 

solve it; for this is the basic problem upon which 
oes and leather; their production and distribution 


Newspaper Ass'n 


se, to the right wearer, in 


Member of Audit Bureau of Circulations 





Published Weekly in the interest of the shoe mer- 











WHERE TO BUY 














BOOTS AND SHOES. 


Bancroft-Walker Co., Haverhill, Mass 
Bates Co., A. J., Webster, Mass., and aoe, 7 


Ill. 
Brown Shoe Co., St. 
Carter, J. W., & Co., Nashville and Chicago.. 
Chippewa Shoe Ge... Chippewa, 
Churchill & Alden Co., Brockton, Mass. 


Clark, James, Leather Co., St. Louis, Mo.... 
Cotter Shoe Co., Lynn, Mass 

Crossett, Inc., Lewis A., No. Abington, Mass. 
Cushman, W. C., & Co., Boston, Mass 
Dalton Co., Brockton, Mass 

Duane Shoe Co. .. New York City 

Evans’ Sons, L. B., Wakefield, 73 

Fiske Shoe & Leather Co., Boston. 

Fox, Inc., Chas. K., Haverhill, Mass. 
Green Felt Shoe Co., Daniel, Boston. 
Grieb ~~ Mfg. Co., Philadelphia. . 

Harney, P. J., Shoe Co., Lynn, Mass. 
Harrison, Geo. E., Shoe Co., Chicago 
Helming- McKenzie, Cincinnati, 

Holmes, W. T., Co., Philadelphia 

Hoyt, F. M., Shoe Co., a 

Husk, Harry M., Shoe Co., 

Johansen Bros. Shoe Co., e ricago Mo 
Johnson Bros. Shoe Mig. Co., Hallowell, Me.. 
Keith, The Preston B., Shoe Co., Brockton, 

Mass. 

Kiely, T. J., Co., Lynn, Mas 

King, Inc., Mrs. A. | = Philadelphia 

Lane Bros Co., Boston, Mass 

Lunn & Sweet Shoe Co., Auburn, Me 
Malbon Shoe Co., Haverhill, 

Marshall Co., C. S., Brockton, Mass 

Mayer, F., Boot & Shoe Co., Milwaukee, Wis. 
McElroy. -Sloan Co., St. Louis, M 

Monitor Shoe Co., New York City 

Packard & Co., M. A., Brockton, Mass 
Peters Shoe Co., St. Louis, M 

Plant, Thomas G., Co., Boston, 

Powell & Campbell, New York City 

Regal Shoe Co., we Mass 

Reimer Shoe Co., A. Milwaukee, Wis. 
Rhein Shoe Co., si Louis, M 

Rice & Hutchins, Inc., Boston 

Rosenberg, S., Boston, 

Rupp-Wittgenfeld Co., Cincinnati, O 
Sargent, Donn D., oe Salem, Mass 
Smith-Briscoe Shoe Co., Inc., Lnychburg, Va.. 
Smith, Wm. Sumner, Chicago, I 
Solo Shoe Co., New Yo 
Standard Felt Co., West Alhambra, Cal 
Stetson Shoe Co., The, So. Weymouth, Mass.. 
Sullivan, P., & Co., Cincinnati, O 

hompson Bros., Inc., Brockton, Mass 
Thompson Shoe Co., St. Paul, 

Timson Bros., Inc., Boston, Mass 
United States Rubber Co., New York City.... 
Victor Shoe Co., Salem, 

Vinsonhaler Shoe Co., St. 

Weimer, Wright & Watkin, Phil., 

Whitcomb Shoe Co., Haverhill, Mass 

Worko Mfg. Co., Racine, i 

Wise, Mong f Feder Co., The, Cincinnati, O.. 
Wright, E. T., & Co., Rockland, Mass 


LEATHER AND OTHER MATERIALS. 
American Hide & Leather Co., Boston, Mass. 


64a-64b-64c-64d 
Beggs & Cobb, Inc., Boston, Mass 81 
Bristol Patent Leather Co., Boston 
Creese & Cook Co., Danversport, Mass...... 
Einstein, J., Inc., New York Ci 
Gallun & Sons, A. F., Milwaukee, Wis 
Hub Gore, Boston and New York 
Jones Co., F. E., 


Kenworthy Bros. Co., Stoughton, Mass 


Co., Inc., Gloversville, N. Y.... 
Locke & Co., Inc., H. E., 
Schmidt, Carl E., & Co., Inc., Detroit, — 


Standard Kid Mfg. Co., Boston, Mass 
Standard Oil Cloth Co., New York City 
Traugott, Schmidt & Sons, Detroit, Mich.... 


Levor, G. & 


FINDINGS AND SHOE STORE SUPPLIES. 


Allen Co., John, Pawtucket, R. I 

Bicycle Step Ladder Co., Chicago 

Browning, Co., "Boston, Mass 

Chicago Wire Chair Co., Chicago 

Coburn Trolley Track Co., Holyoke, Mass.... 

Colt-Cromwell Co., New York City 

Crystal Fixture Co., Chicago, IIl 

Emery-Beers Co., Inc., New York City 

Empire Shoe Finding Corp., New York City.. 

Essex Rubber Co., Trenton, 

Goodyear Tire and Rubber Co., Akron, Ohio. 36- 

J. & B. Sales Co., Worcester, ERD 

Kenworthy Bros. Company, Stoughton, Mass. 

Laing, Harrar & Chamberlin Co., Philadelphia 

Mayhew, James N., Co., Minneapolis, Minn.. 

Milbradt Mfg. Co., St. Louis, Mo 

— O. A., Treeing Machine Co., Brockton, 
ass. 

Myer, F. E., Bro. Co.» me Ohio 

Narrow Fabric Co., Reading, 

Nathan Novelty Mig. Co., New York City... 

National Cash Register Co., Dayton, O 

Scholl Mfg. Co., Chicago, IIl 

Streit, C. F., Mfg. Co., Cincinnati, Ohio.. 

United States Rubber Co., New York City.. 

Whitcher, F. W., Co., Bo 

World Supply Corp., New York City 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 

DRESSINGS, ETC. 


Elliott Machine Co., Grand Rapids, Mich.... 
Griffin Mfg. » New York City 

New York Dyeing Co., New York City 
Pickering, Joseph & Sons, Ltd., Sheffield, Eng. 
Radium Dye Co., Kansas City, Mo 

Rogers Fibre Co., 

Toledo Button Machine Co., Toledo, Ohio. . 
United Fast Color Eyelet Co., Boston, Mass. . 
United Shoe a Mach. Co., Bo 

Wade & Co., A. R., Haverhill, Mass 
Whittemore Bros., Inc., Boston, Mass 


WINDOW DECORATIONS. 
ae 4 & Scrimgeour Sales Co., Inc., New York 
ty 


MISCELLANEOUS. 


Atlantic Printing Co., Boston, Mass 
—— Purchasing Syndicate, 


Credit Clearing House, New York ‘City 

Fitchburg Mutual Fire Insurance Co., Fitch- 
urg, 

Glauberg & Co., New York City 

Harvard Engraving Co., Ba 

Hooper Printing Co., Boston, Mass 

Hotel Chelsea, New "York City.. 

Hotel Essex, 

Hotel La Salle, Chicago 

Independent Jobbing Co., Boston, Mass 

Journal Engraving Co., ston, Mass 

Kalter Merc. Co., Max, New York City 

Karrar, Boston, Mass 

Lilly, Henry Co., New York City 

Merchants’ Business Building Service, 

New York Export Purchasing Corporation, 
New York City 

Tolman Print, = Brockton, 

Van Praag Co., New York Ci 

Zoccola Company, Inc., The, 


55 
81 


60 
96 
92 


9 
66-67 
50 


13 


81 


99 
78 


chant, wholesaler and manufacturer by the 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. gs woe President 
EVERIT B. Ne Treasurer and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
vee C. TAYLOR’, 2d Vice-President 

RTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
ARTHUR E. HAWKINS 
Associate Editors 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $3.50 a year in ad- 
vance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
— and Mexico. The price for Canada 

s $5.00 a year, including postage. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $7.50 per 
year, including postage. 

sul ptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





OFFICES IN 


a ag sors: 224 Moraine 8t., Geo. 
. R. Hill, Manager. Telephone 507. 

omcago OFFICE: 189 West Madison St. 

Telephone Franklin 5073. B. C. Bowen, 


ST. — OFFICE: 1627 Locust St. B. C. 


NEW” YoRK O CE: Roem 97, Graham 
Bldg., 127 _ St., H. Walter Scott, 
Telephone 969 


% Worth. 

PHILADELPHIA OFFICE: 929 Chestnut &t., 
H. Walter Scott, Manager. 

VERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 

Bldg. Geo. W. R. Hill, manager. 
ROCHESTER OFFICE: 16 State St., Rebert 
. Manager. Telephone 1611J. 
CE: ae atneas 


: Fred A. Gannon. 
eee ages OFFICE: B. C. Bewen, Man- 
FOREIGN DEPT.: 207 South St., Bosten, 
Mass., Alex R. Zocco ’e 
Paris Office: 66 bis Rue Saint Didier, Geerge 
E. Manager. 

London Office: John C. Curtis, , Man- 
sion House Chambers, London, Cc. 
Australian Office: Cromwell Building, Mel- 

bourne, Wm. H. Elsum, manager. 

Argentine Office: Elias N. Recca, Balcarce 150, 
Buenos Aires. 

Spanish Office: Leoncio de Miguel, 20 Fuen- 
earral, Madrid. 

Cuban Office: 8. Vidal Vidal, Manager, P. O. 

Santiago de Cuba. 
a A pA Combacau, Ouvidor 71, Rio de 


Janeiro. 
Japanese Office: Yokohama, J. F. Wagen, Mgr. 








